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OUR GOAL 


For more. than 25 years, one of the major objectives of the 


PHOENIX MUTUAL has been... 


“The production of an increasing quantity of quality business, 
at constantly decreasing cost, by a small, compact, exclusively 
full-time sales force of whom the great majority are successful.” 


THE RESULT 


Indicative of the progress made are the following highlights of last 
year’s accomplishments: 


1. The largest new premium total in history. 


2. Record high persistency. Of all business.exposed to lapse, 98.2% 
renewed. 


A record low was reached in the cost of acquiring new business. 


Not counting single premiums, the new premiums reported by 
all men with us the entire year averaged $9,296 per man. 


nee il . Commissions paid averaged $4,717 per man. 

tgagesy 

kes the What of the Future? 

resent 

sone Life insurance came through the war with new laurels of public 
- appreciation and approval. The dawn of peace finds our business 

a on the threshold of unprecedented opportunity, especially for the 

la mem salesmen of tomorrow. 

a 7 The above facts and figures are being shared with the industry at 
have this time in the confident expectation that many company sales 
closed leaders will want to renew their interest in a worthy cause . . . indus- 
Estaté try-wide adherence to the wtal principles of full-time representation. 
4,000% Such a program . . . including, of course, mutual respect for estab- 
crams; lished sales organizations and the elimination of unfit or part-time 
ration men... will enable the industry to meet wider responsibilities and 

set up new standards of accomplishment. It will add immeasurably 

a , to the prestige of our calling. And, for the salesmen thémselves, it 
beforg will greatly enhance their opportunities for individual success. 


PHOENIX MUTUAL LIFE INSURANCE COMPANY 
Hartford, Connecticut Organized in 1851 
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Good citizens of Minneapolis 
for 60 years or more 
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With these good Minneapolis firms for company, 
Northwestern National Life has passed all of its first 
60 years. 

NWNL looks with pride on a career begun back in 
1885 which today seems no more than well under way. 
The company now has over $600,000,000 of insurance 
in force on the lives of 200,000 policyholders, and its 
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assets total more than $120,000,000 with surplus 
funds (including capital) of over $9,000,000. 

As NWNL embarks on the years ahead, the man- 
agement finds much encouragement in the record of 
the past. All the vision, skill and common sense at our 
command will be devoted to keeping NWNL a useful 
citizen of the business world. 


NORTHWESTERN Wational LIFE 


INSURANCE 


O. J. ARNOLD, President 


COM PANY 


MINNEAPOLIS 4, MINN. 
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Plan to Resume 
-Medical-Advance 
Research Program 


American, Tropical 
Diseases Especially Need 
Probing 


NEW YORK — Resumption of 
| medical-actuarial studies on mortal- 
| ity, abandoned because of the war- 
' time help shortage, are scheduled 

for resumption as soon as absent 
personnel now in the service come 
back. R. D. Murphy, vice-president 
and actuary of Equitable Society, 
' is chairman of the committee in 
- charge and while it will be some 
*months before much can be done 
. plans are already getting under 
way. 

The principal subject of interest 
f is aviation in its various aspects. 
| Quite a few companies regard air- 

line travel as so commonplace that 
| they no longer take it into consi- 
' deration in underwriting applicants, 
| except where double indemnity is 
' involved. The compiling of data 
_ will be simplified through the ef- 
‘forts of a life insurance committee 
| cheaded by J. E. Hoskins, associate 
‘.actuary of Travelers, and the De- 
/ partment of Commerce. Much of 
this information ‘had to be kept con- 
| fidential because of wartime secur- 


| ity considerations but a number of 
‘suggestions from Mr. Hoskins 
- helped to modify some of the rec- 
‘ords of. the department so as to 
produce results usable for life com- 
| pany statistics. 


Can Ignore As Special Risk 
Life company selection officials 
are much interested in the expan- 
sion of airline travel and the reduc- 
tion of fares. By making air travel 
possible for the mass market there 
' is‘no longer any reason to treat it 
as a special hazard any more than 
' railroad or bus travel. Transatlan- 
tic air trips are now about $600 for 
the round trip and there is talk of 
getting it down to $200. According 
to an estimate put out by the Mc- 
Graw-Hill publishing reduction of 
the transatlantic round trip fare to 
$200 would result in 4,000,000 trans- 
atlantic passengers a year. 
Assuming that airline travel be- 
comes as common and as accepted 
a part of the hazards. of life as to 
_ make special treatment unwarrant- 
ed, there are still many phases of 
flying that call for study from a 
medical-actuarial viewpoint. There 
is charter flying, flying done by 
planes owned by corporations for 
| ‘their “own ‘use, commercial pilots, 
and the most hazardous of all, the 
' pilots who do crop-dusting. Test 
pilots are ordinarily not insured at 
all, crop-dusters being the. most 
hazardous type that is accepted. 
Another big field for medical-ac- 
turial investigation is the effect of 
tropical diseases on the thousands 
of veterans who have contracted 
‘them during their war service. 
_ There is quite a divergence of opin- 
ion among doctors, as to the after- 
effects of diseases that are cured 
or arrested. Some doctors ‘feel that 
| medical care and living in a cool 
climate will prevent recurrence. 
However, before the war doctors 
warned emphatically of the effects 
of tropical diseases.. 
| Occupational groups in industry 
';will require study, particularly ‘iin 


Selection Men’s 
Program Set 


The principal features of the 
program for the annual meeting 
in Chicago Nov. 19-21 have been 
completed by the Institute of 
Home Office Underwriters. 

President R. T. Sexton, Con- 
necticut General, will open the 
first session with his address; 
W. H. Lockey, Life of Va., will 
discuss "Present Day Underwriting 
of Weekly Payment Insurance"; 
Dr. James H. Ready, medical dir- 
ector General American Life, 
"Insurability of the Veteran." 

Nov. :29, psu, W &, Feits, 
Capitol Life, will conduct a 
Clinic. Nov., 20, a. m, R. L. 
Cizak, Parker & Co., New York, 
will talk on "Aviation Insur- 
ance"; A. N. Guertin, American 
Life Convention, "Problems under 
the Standard Nonforfeiture and 
Valuation Laws," and D. S. Walk- 
er, manager United Benefit Life, 
Philadelphia, "The Agency View 
of Underwriting," 

The industrial round table, 
E. W. Steffy, Kentucky Oéntral 
Life & Accident, chairman, will 
be held the afternoonof Nov. 20. 
Participants will include N. 
Terrell Weaver, Bankers Health 
& Life, "Should Larger Amounts 
of Insurance Be Offered on Week- 
ly Premium Basis?"; W. E. Stov—- 
all, Gulf Life, "Rating Indus- 
trial Similar to Ordinary"; W. 
E. McIntosh, Interstate L. & A., 
"Checking Applications, against 
Industrial Impaired Risk File,” 
and Dr. C. O. Hollinger, Colon- 
ial Life, "Discharge from Armed 
Service on Points, " 

Morris Pitler, statistician, 
supervisor of risks office, Mut- 
ual Life, will open the Nov. 21 
program with a talk on "Occu- 

ational Hazards." Papers will 
ke presented by John B. Ulrey, 
American United, on "Future 
Underwriting of Military Risks 
Including Potential Draftees"; 
A. H. McAulay, National Life, 
and A. D. McElheran, Great-West 
Life, "Foreign Residence and 
Travel"; D. I. Parker, Security 
Mutual, Neb., "Current Develop- 
ments in the Use of War and Av- 
iation Clauses," and K. H, Baa- 
ley, Amicable Life, "Some Broad 
Aspects of Underwriting." 


Management 
Duties Theme of 
Chicago Sessions 


Management's responsibility to 
tomorrow's agent and the public 
is the theme of the joint annual 
meeting of the Life Agency Offi- 
cers and Sales Research Bureau 
to be held in the Edgewater 
Beach hotel, Chicago, for three 
days, commencing Nov. 138. The 
program was announced this week 
by J. M. Holcombe, ‘Jr., bureau 
manager, and Wendell F, Hansel- 
man, vice-president of Union 
Central and chairman'of the pro- 
gram committee of the Agency Of- 
ficers, 

The program has been designed 
to bring 1:25t on the current 
pressing pz>: ems which confront 
the Agoncy Gificers, The meeting 
will be strictly a business af- 
fair. Tuc Xarge number of ad- 
vance regi» ‘rations indicates 
great intere.: in hearing what 
other companies are doing and 
planning to do. 


General Sessions 


The meeting will get under way 
at 12:30 p.m., Tuesday with an 
informal luncheon at which Grant 
L. Hill, director of agencies of 
Northwestern Mutual and chairman 
of the agency officers executive 
committee, will talk on "The 
Veteran Speaks”. 

The first general session will 
include opening remarks of Mr, 
Hill, sounding of the keynote by 
Claris Adams, president of Ohio 
State Life, who will speak on 
"Life Insurance Looks Ahead." 

The balance of the afternoon 
will be devoted to a considera- 
tion of the proposal to merge 
the Agency Officers and Research 
Bureau. Committees have been at 
work on plans for a new associa- 
tion for many months, and the 
proposed constitution recently 
was forwarded to members of both 
Organizations. There will be an 
executive session Tuesday after- 


(CONTINUED ON PAGE 31) 











the textile, plastic and electronics 
fields. The ratings. imposed in 
peacetime on membefs of the mer- 
chant marine will probably have to 
be ‘revised after studies have been 
made.- It seems likely that this 
country will have a much larger 
merchant marine than it had before 
the war and that conditions aboard 
ship will be considerably healthier 
than they were. General use of ra- 


-dar to avert collisions during fog 
jor at night should eliminate much 
‘of the hazard of accidental death 


One of the occupational under- 
writing problems in the immediate 
postwar period is what rating to 
impose on the man who comes out 
of the service who was previously 
employed in a hazardous industry. 
For example, a former structural 
steel worker may feel that the does 
not want to go back into that type 
of work and tries to locate in some 
other field. Until he has become 
firmly established however, there 
is no way of telling that -he may 
not go back to hs old occupation. 

Another problem is what to do 


(CONTINUED ON PAGE 31) 


Our Last (We Hope) 
Notice to Readers 


Although it appeared certain 
as this edition was being com 
pleted that the Chicago printing 
Strike would be settled this 
week, the break is not coming in 
time to permit the National Und- 
erwriter to publish this issue 
in the normal way. We are com- 
pelled to proceed with the sub- 
stitute program, which again oc- 
casions delay and produces an 
uneven appearance, Next week we 
expect to be able to deliver the 
edition on schedule and with its 
accustomed face. 

During the week of Oct. 1 we 
were able to get out only a four 
page flyer and the following 
week, after three successive 
projects collapsed after having 
actually gotten under way, we 
were obliged to omit publication 
entirely. That is subscribers 
have missed two regular editions. 

To make an adjustment, there 
will be enclosed in renéwal 
statements, postage stamps in 
the correct pro rata amount, 
which is 18 cents for the fire 
and casualty edition and 14 cents 
for the life. 


Actuaries Slate 
Important Topics 
For Discussion. 


Investments, Guertin Legis- 
lation, Mortality Studies, 
Social Insurance Listed 


The program has been com- 
pleted for joint meeting of Act- 
uarial Society. of America and 
American Institute of Actuaries 
at Marlborough-Blenheim Hotel, 
Atlantic City, Nov. 7-8. : 

The first afternoon Will be held 
the business session of Actuarial 
Society, including presidential ad- 
dress, presentation of new pap- 
ers, discussion of papers previous- 
ly presented, and miscellaneous 
business, and that evening Amer- 
ican Institute will hold the same 
type of gathering. 

Subjects for informal discussion 
are: 

I. Standard valuation and non- 
forfeiture legislation. 

II. Reserve increases. This topic 
has to do with the necessity for 
increasing policy or contingency 
reserves on existing life policies, 
annuities, and supplementary con- 
tracts by reason of the current 
downward trend of interest rates. 


Investment Questions Up 


III, Investments. Recent changes 
in investment laws. 

What studies have been made 
relating to life insurance invest- 
ments, and what legislation has 
been proposed ? 

‘What suggestions have been 
made relative to the valuation of 
securities not eligible for amor- 
tization and the formula submit- 
ted to the National Association 
of Insurante Commissioners? 

IV. Underwriting. What under- 
writing problems are encountered 
and what is the probable extra 


mortality risk involved in connec- 
tion with the various classes of 
aviation risks? 

With the discontinuance of war 
restrictions, what underwriting 
problems are involved in connec- 
tion with new application from 
men in military service or men 
of military age? What is the ex- 
tra mortality risk involved? 

With the termination of hostil- 
ities, what problems are arising 
in connection with restoration of 
disability and accidental death 
benefits terminated as a result 
of military service in time of 
war? 


Mortality Studies 


V. Joint committee on mortal- 
ity. Is the time appropriate for a 
resumption of more extended ac- 
tivities by the joint committee? 

Should mortality studies of all 
of the following subjects (now 
suspended) be re-instituted: annu- 
ity issues, policies for large 
amounts, settlement options, is- 
sues at ages below 10, special im- 
pairment or occupation classes? 

Are there any other subjects, 
such as the incidence of war mor- 
tality, that should be investigated 
by the joint committee? 

VI. Students. What plans are 
being made with respect to al- 
lowance of special study time for 
students returning from the arm- 
ed forces? 

Social Insurance Features 

VII. Social insurance. What are 
the proposals for the financing, 
extension of coverage, and provis- 
ion for the present aged under 
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the old age security program? 

What have been recent develop- 
ments in unemployment compen- 
sation ? . 

What are the proposals for 
health and medical care in the 
states and for the entire country? 

Group section. This discussion 
will relate to current management 
and underwriting problems with 
respect to group life and accident 
and health insurance, with partic- 
ular reference to new types of 
coverage. 


Industrial section. This: discus- 
sion will deal quite largely with 
industrial problems arising® from 
the new valuation and nonforfei- 
ture legislation and with various 
other related technical problems. 


T. W. I. Plan is Adopted 
By Cal.-Western States 


Under the leadership of Robert 
E. Murphy, vice-president and 
manager of agencies, California- 
Western States Life executives 
conducted a training conference 
for managers in Texas. A primary 
training course for new guests, 
based on the training within in- 
dustry system, has been adopted. 

“Just as an industry discovered 
that a good foreman couldn’t al- 
ways teach workers what he knew 
about their jobs, and could do 
himself, so we know that a suc- 
cessful salesman or manager can- 
rot always effectively transmit to 
the new agent his ‘know how’ of 
life insurance selling,” Mr. Mur- 
phy explained. 

“This isn’t the manager’s fault, 
but it has been one of his most 
difficult managerial problems: 
Home office officials including: 
President O. J. Lacy, who initiat- 
ed it, have taken several T. W..-I. 
courses under competent’ instruc- 
tors and we discovered that the 
principles could be applied in a 
streamlined fashion to our_train- 
ing course for new agen We 
found that in our training we had 
been doing a good job of trans- 
mitting knowledge relative to 
training, but we had not been sure 
that the new agent’s mind was 
either reaay for what we gave 
“him or that he was able to master 
it as rapidly as we gave it to him. 

“T. W. I. helped us recognize 
these. fundamental weaknesses. 
We are now giving the course to 
our present managers and when- 
ever we place a new-manager he 
will be required to spend several 
days in our home office learning 
T. W. I. principles and techniques 
of training.” 

Other training conferences have 
been scheduled for west coast and 
Pacific northwest agencies. 


All Industry Group 
Shapes Its Report 

The all industry committee, em- 
bracing a group of about 50, held 
a two-day session in Chicago to 
formulate a report to submit to 
the federal legislation committee 
of the National Association of In- 
surance Commissioners meeting in 
Chicago commencing Oct. 29. This 
report wiil consist of a discussion 
of the effect of the S. E. U. A. 
decision and public law 15 on the 
insurance business with particular 
reference to the Sherman, Clay- 
ton, Robinson-Patman, and feder- 
al trade commission acts. 

Robert L. Hogg, manager and 
general counsel of the American 
Life Convention, served as_ the 
acting chairman. The only insur- 
ance commissioner present was 
Newell Johnson of Minnesota, a 
member of the commissioners fed- 
eral legislation committee. 


Estate Planning Forum 
Held in Chicago 


Some very’ important and 
strictly. current problems affect- 
ing estate planning, the use of 
life insurance for the purpose and 
also taxation, were discussed by 
a panel of three authorities at a 
luncheon meeting of the Chicago 
Life Insurance Trust Council. The 
speakers were George J. Laikin, 
and Don H. McLucas, attorneys 
and Russell C Whitney, agent of 
the Ramsey agency of Connecti- 
cut Mutual in Chicago. Mr. Lai- 
kin, member of the Wisconsin and 
Illinois bars who now is engaged 
in practicing tax law in Chicago 
and Milwaukee, until recently was 
a special assistant to the attorney 
general of the United States 
handling tax problems and litiga- 
tions for the tax division of the 
Department of Justice in Wash- 
ington. Mr. McLucas, attorney for 
Northern Trust Company wu Chi- 
cago, has writen many legal artic- 
les and is a specialist in trust and 
estate work. Mr. Whitney also 
specializes in estate analysis, bus- 
iness insurance and pension plans, 
and is a life member of the Million 
Dollar Round Table. 


Notes Three Functions 


Mr. Laikin said three funda- 
mental processes of estate plan- 
ning are: Division of ownership 
of the estate through gifts con- 
summated. during the lifetime of 
the estate owner; use of the trust. 
medium to avoid one or more sets 
of death charges as well as prop- 
erly to conserve assets, and to 
provide generally through life in- 
surance for the necessary liquid 
assets wherewith to meet death 
charges and taxes. 

Those who plan estates are con- 
stantly concerned over the possi- 
bility that minimization of estate 
taxes through the medium of gifts 
will be frustrated because the 
transfers will be held to have been 
in contemplation of death, be- 
cause the statutory presumption 
that transfers made within two 
years of death are in contempla- 


tion of death does not preclude 
some transfers made beyond the 
two-year period to be so consid- 
ered nor require all transfers 
made during the period to be so 
regarded. Transfers motivated by 
thoughts of death are in contem- 
plation of death, he said; ‘those 
predicated upon motives associat- 
ed with life are not.” 


Contemplation of Death 


While thoughtful men, broadly 
speaking, habitually act in regard 
to ultimate death, something 
more than this is required to 
prove contemplation of death, he 
pointed out, as shown by the de- 
cision in Colorado National Bank 
of Denver vs Helvering. Whether 
a transfer which is motivated 
solely by desire to save estate tax 
is in contemplation of death is a 
question still open. 


There may be clarification of 
this issue in the Allen vs. Trust 
Company of Georgia case which 
is now before the U. S. Supreme 
Court on certiorari. Mr. Laikin 
saix in this case the court stres- 
sed that transfers were made for 
the purpose -of carrying out pre- 
viously formulated plans, and he 
said that this suggests that where 
an individual has more assets 
than income that he needs, the 
division thereof with members of 
his family in order that they all 
might enjoy the benefits of his 
success and accumulations would 
be predicted upon motives assoc- 
iated with life. 


Age and Health Factors 

“Because age and health are so 
important in contemplation of 
death, you would be rendering 
your clients a service in advising 
them to consider appropriate es- 
tate plans before they reach ad- 
vanced age and before deteriora- 
tion of health sets in, he said. 
“The greater the interim between 
the execution of plans and the 
date of death, the less likelihood 
of the transfers being in contem- 


i} 

plation of death. Today, when new 
businesses are being created and 
the ground work is being laid for 
large future .incomes and increase 
of wealth, business entrepreneurs 
should be importuned to consider 
their personal estate plans as well 
as their business projects.” 

Mr. Laikin said because estate 
planning, insurance programming 
and business insurance situations 
so often involve payment of life 
insurance premiums by someone 
other than the insured, the impli- 
cations of the statutory reference 
in Sec. 811. (g IRC) to premiums 
“paid directly or indirectly by the 
decedent” is of great practical im- 
portance. It controls the inclusion 
of proceeds of insurance policies 
on the life of the insured in his 
estate for estate tax purposes. 
Mr. Laikin said this phrase “paid 
directly or indirectly” is clearly 
intended to be very broad in scope 
and one situation is obvious: if 
money is given to a wife so that 
she may have the funds where- 
with to purchase insurance on the 
husband’s life, the payments she 
makes will be considered to have 
been made indirectly by the hus- 
band even if the payments are not 
traceable to particular funds 
transferred to the wife. 


Thus if he should make a gift 
of money or property to her a 
gift tax would be paid thereon. 
Subsequently if the wife should 
procure insurance on his life and 
use the gift money to pay the 
premiums, would such payment be 
considered indirect? he asked. In 
Cain vs. Commissioner the tax 
court refused, on the mere show- 
ing that the premiums were paid 
from property which once _be- 
longed to the decedent, to hold 
that these payments were indirect 
so as to require inclusion of the 
proceeds in the decedents estate. 

In Barker vs. Commissioner, 
where a husband created an ir- 
revocable trust under which some 
of the income was payable to the 
wife and she used part of this in- 
come to pay premiums on _insur- 
ance covering her husband, she 
possessed all of the incidents of 
ownership of the policy and’ was 
also the beneficiary. The trust 


(CONTINUED ON PAGE 14) 








N. W. Mutual Has 3d Veteran School 





‘THE NORTHWESTERN 'M 


Continuing its reorientation pro- 
gram for war veterans who have 
returned to life insurance, North- 
western Mutual Life had a class 
of 32 discharged veterans at its 
third home office school in Octob- 
er. They came from cities in 14 


Ww 
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UTUAL THIRD VETERANS’ REFRESHER COURSE, OCTOBER 1945, 


states from cuast to coast for a 
week’s refresher course. Each of 
the previous schools, held last De- 
cember ard in April, had 12 men. 

The training course is sponsor- 
ed jointly by the general agents 
of the Northwestern Mutual and 





the company. President M. J 
Cleary and Grant L. Hill, direc- 
tor of agencies, address the men 
and a faculty of 12 representa- 
tives of the agency, medical, sec- 
retarial, claims and underwriting 
departments conducts the classes. 


——< 
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Cites Reasons 
For Veterans’ 


NSLI Apathy 


MINNEAPOLIS--Too much high 
pressure on draftees when they 
took out government life insur- 
ance On entering the service and 
not enough salesmanship now to 
get them to keep it after dis- 
charge are the main reasons why 
three Out of four veterans are 
lapsing their insurance, accord- 
ing to a@ study by Northwestern 
National Life. 

N.S.L.1. is less flexible and 
carries fewer privileges than 
government life insurance for 
‘yeterans of World War I; the 
more limited choice in types of 
insurance and option privileges 
available is also a factor in 
the tendency of the present crop 
of veterans to drop their insu- 
rance, the report states. 

Out of the millions already 
discharged, only one in 25 has 
converted his temporary insur- 
ance to a permanent basis so far 
and only one veteran out of four 
is keeping his insurance in 
force even On a temporary basis, 
the study states. 

Many veterans interviewed say 
they remember only one reason 
being given them for purchasing 
government insurance when they 
enlisted: "We want to make this 
outfit a hundred per cent. Sign 
here" 

Now, at separation centers 
discharged veterans are receiv- 
ing varying degrees of insurance 
counsel, ranging from excellent 
to practically nil. They have a 
thousand and one other matters 
on their minds. There is no 
insurance agent, as there is in 
the private insurance picture, 
to keep track of the client's 
policy expiration date, his pri- 
vileges and his requirements. So 
the grace period slips by, and 
the veteran's insurance lapses, 
the study points out. 

"If this appalling loss to 
veterans is to be checked," said 
0.J. Armold, president of North- 
western National Life, in com 
Menting on the report, "rela- 
tives and friends of each vete- 
fan must take it upon themselves 
to remind him not to let the 
gtace period on his government 
Policy expire without continuing 

Premium payments. Meanwhile, 
the regular life insurance com- 
Panies offer their facilities, 
to supplement those of the vete- 
Tans administration, to aid each 
Veteran in understanding his 
Privileges and in arranging his 
g0vernment insurance on the best 
Possible basis to serve him in 
his civilian career." 

The study points out that Con- 
étess greatly liberalized gover- 
iment insurance in the years 
following World War I, that it 
has already voted certain liber- 
alizations of World War II insu- 
Tance, and that there will be 
Wide-spread demand for further 
action in the near future. 

Therefore, the report recom- 
Mends, even those veterans who 
are not satisxied with the types 
Of permanent policies to which 
they can now convert their war- 


‘has been 


2 New Managers of 
Conn. General 


Connecticut General Life has 
opened a new branch at Miami, 
and has appointed Winston W 
Wynne as manager. At the same 
time Edward B. Stringham, II, 
named manager at 
Wilkes-Barre, Pa. 

Mr. Wynne joined Connecticut 
General at Norfolk in 1935 and 
was appointed district manager at 
Newport News in 1941. In 1943 
he entered the merchant marine 
and returned to Connecticut Gen- 
eral early this year. He has at- 
tended a management conference 
at the home office and has spent 
some time in the Norfolk office. 

Mr. Stringham joined Connecti- 
cut General in 1934 at Poughkeep- 
sie, N. Y. In 1938 he was appoint- 
ed assistant manager at Albany. 

Edward E. Neill who, for sever- 
al years, has managed both the 
Binghamton and Wilkes - Barre 
territories, will devote his entire 
time to Binghamton. 


Miss Sara Frances Jones, well 
known agent of Equitable Society 
in Chicago has not been able to 
report at her office since Febru- 
ary when she underwent a gall 
bladder operation. Her heart be- 
came affected later. She is now 
at her apartment at 25 East Dela- 
ware place, Chicago but will go 
south for the winter. 








time insurance should keep their 
term policies alive by continu- 
ing payments thereon, in the 
Prospect that their insurance 
privileges will be broadened in 
the near future. 


U. S. Chamber's 
Chicago Parley 
Schedule Ready 


Proposed legislation arising 
of the Supreme Court insurance is 
commerce decision preliminary to 
recommendations to the U.S. Cham- 
ber of Commerce's directors will 
be considered at the meeting of 
the chamber's insurance committee 
in Chicago on Oct. 29. 

A report will be given on the 
pension trust, profit sharing and 
group insurance forumalready held 
anda tentative schedule for addi- 
tional forums. A review of the 
progress of the social security 
board's suit to bring insurance 
agents under the act will be dis- 
cussed. The advisability of a 
study by the insurance department 
of savings bank life insurance is 
to be considered. 

The continuation of the depart- 
ment's annual exhibit of taxes and 
fees paid to states will be dis- 
cussed. Attention will be given 
federal income tax deductibility 
of a limited amount of life in- 
surance premiums as proposed un- 
der the Bridges bill. The publi- 
cation of Washington insurance 
notes, the minimum wage law and 
health conservation are also on 
the agenda. 

Compulsory health insurance 
will be considered by the health 
section, Rollin M.Clark, Contin- 
ental Assurance, chairman. The 
proposed stutly of existing health 
and allied coverages in private 
carriers will be discussed. 











Agency, 


~ City; 








The Penn Mutual's 


é e 


additions 


Richard W. Angert, General Agent 
at Cincinnati; Bissell A. Bradley, 
Warren F. Coe Agency, Wausau, Wis.; 
Harold C. Colborn, 
Philadelphia, 
Rosenheim, Stumes & Loeb Agency, 
Chicago; Herbert T. Scott, Osborne 
Bethea Agency, 
John E. Spence, General Agent, New 
York City; Charles E. Spencer, Gen- 
eral Agent, Toledo; Arthur W. Swain, 
Osborne Bethea Agency, New York 
A. King Walker, 
McMillan Agency, Los Angeles. 


Home Office_ 


Edward W. 


New York City; 


Fred M: 


THE-PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 
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N. W. Mutual in 
Force, Assets at 
All-Time High 


Results of the operations in all 
departments of Northwestern 
Mutual Life ror the first nine 
months were very satisfactory. 
President M. J. Cleary reports. 
Insurance in force rose to a new 
high of $4,613,550,932 on 1,189,- 
613 policies. Assets also reached 
an all-time high of $1,847,739,994. 

Sales for the nine months were 
214%% ahead of 1944. New paid 
business totaled $240,168,723, an 
increase. of $42.566,961, with $14,- 
912,196 in revivals and additions, 
and $2,965,313 in life annuities 
sold. 

Leading general agencies are C. 
L. McMillen, New York; Jami- 
son & Phelps, Chicago: C. R. Eck- 
ert, Detroit; Victor Stamm, Mil- 
waukee; M. A. Carroll, Oshkosh, 
Wis.; Krueger & Davidson, New 
York; P. T. Allen, Buffalo; Mur- 
phy & Mage, Los Angeles; B. J. 
Stumm, Aurora, Ill., and French 
& Horner, Madison, Wis. 

Policyholders and beneficiaries 
received $82,771,721, with an ad- 
ditional $15,769,935 paid to bene- 
ficiaries under option settlement 
plans. Dividends to policyholders 
were $26,567,319, with payments 
of $40,328,631 on 9,996 death 
claims. 

Investment Trends 

The possibility.of a substantial 
demand for mortgage money in 
the residential and _ institutional 
field when building materials are 
available was indicated by a re- 
cent survey conducted by the 
mortgage loan department, Mr. 
Cleary said. There is no immediate 
prospect, however, for a very sub- 
stantial demand in the field of 
business properties. 

At the beginning of this year 
Northwestern Mutual owned 14 
pieces of city real estate with an 
asset value of approximately $6, 
000,000, but by the end of Sep- 
tember 13 had been sold for sub- 
stantially more than the $5,500, 
000 asset value at which they 
were carried. 

Actual mortality for the nine 
months was about 2% points bet- 
ter than for the same period in 
1944. Policyholders who have died 
in military service or as the result 
of military action and those who 
have been reported missing in ac- 
tion now total 2,656, with an ag- 
gregate of $8.707,158 of insurance. 


KUENKLER TO GERMANY , 

WASHINGTON-Lt. Col. A.S. 
Kuenkler, War Department contract 
insurance division, reportedly 
is slated to go to Germany sooa 
to become associated with, Col. 
Reese Hill, insurance specialist 
on the allied control commission. 
Col. Kuenkler, formerly with the 
Wisconsin compensation rating 
bureau, has been in charge of 
casualty work in the War Depart- 
ment division. 

Maj. W.P. Smith of the same 
casualty division has been re- 
leased to return to business at 
Birmingham, Ala. 


ee, 


I. H. Wainwright, formerly aa 
examiner of the Virginia depart- 
ment, who recently became audi- 
tor of Union Life of Richmand, 
is recuperating from an appendix 
operation. He was stricken sud- 
denly before taking up his new 
duties, 
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N. W. National 
Anniversaries 


MINNEAPOLIS--Northwestern 
National Life will observe three 
significaat company anniversar- 
ies at a dinner at the Minnea- 
polis Club Oct. 29.. Civic and 
business leaders, officers and 
directors of the company, and 
representative agents will: join 
in the observance 


Appropriately falling oa pre- 
sident 0.J. Arnold's birthday, 
the dinner will conmemorate the 
20th anniversary of Mr. Arnoldbs 
presidency; the 40th argniversary 


of membership on the directorate 


of C.T. Jaffray and B.W. Decker; 
and the 60th amniversary of the 
company's founding. Messrs. 
Jaffray and Decker joined 20 
years after the compan’'s foun- 
ding, and have served contiat- 
ously since that time. Mr. Ara- 
old became president in 1926 and 
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It pays me éxtra money for doing a better job. 
“<Itvis- the. best Compensation Plan in the Life 


“ARLIE C. OSBORN. 


‘Ma Pleasant,. Mich. ; ' 
[Ors t's an answer to the underwriter’s prayer. In 


‘ all sincerity I can say that I face the future with» 


ae Bt “Gives one’peace of mind and that’s whet we ‘all , 
- greater confidence rie ever.” 


. MARTIN P. KENNEDY 


eee a (2 search out oud cabAnntiol prospects and 
3 eS then give them first class, service, | am sure of a 


_ ADRIAN B. FISCH ~ 


Passes ri Se ae 





They’re all 
cheering for the 
MUTUAL LIFETIME 

COMPENSATION PLAN 


Two years ago we announced the Lifetime contract to give increased com- 
pensation to the quality producer who seeks a professional career in Life 
Insurance. The new contract rewards career underwriters for quality and 
persistency of business,’as well as for volume. 
added sources of income (a) a SERVICE FEE paid annually on premiums J}: ‘ 
after the 10th Policy Year (b) EFFICIENCY INCOME, based on the: quality / 
K ‘ of business produced over a period of years, and (ec) LIBERAL RETIREMENT 
Rees: 3 INCOME at age 65. 


90% of our men who write $100,000 and more yearly in new business 
have chosen the Lifetime Plan. They enthusiastically hail this Plan as 
one which makes Field Underwriting worthy of, professional study and . 


.» Seranton, Pa. 


ca ORE Minn. 


ve ‘Any person ais enjoys selling and social con- 


It provides three new 


‘ “The greatest advance since the development of 
the agency system.” 


in the succeediag two decades 
uadef his direction the compaay 
achieved its greatest measure of 
growth aad attained natioa-wide 
recognition. 





MCLAIN HEADS INSTITUTE 


James A McLain, president of 
Guardian Life, was elected presi- 
dent of Insurance Institute of 
America at the annual luncheon 
meeting in New York. 












LLOYD R. YEATES 
Sacramento, Call: 


> TOMMY MARTIN 
+ Murfreesboro, Tenn. 


No development since I have been i in the Life. 
Insurance field has pleased me so much.” © 


W. G. CODWIN. 
Colorado Springs, Colo. 


tacts canhot select a more satisfactory yocation 


than is now offered in the Lifetime Plan.” 


J. WARREN TIMMERMAN 


Macon, Ga. 


Our 2nd Century of Seruies 


THE MUTUAL LI UF mi 
ANSURANGE COMPANY of ae YORK eo 
alia 


34. NASSAU. stacey” 





sj in approved agencies or business 


‘i factory equipment, 
'\;q program, and services of person- 
¥inel who havé had experience and 
fiwho know how to train. 


y4and other states, 
Alagencies are employing veterans 


fi such a program and, 
‘} assign veterans to take it. 
























VA Training Program 
with Life Companies 


WASHINGTON - The veterans ad- 
ministration has in effect with 
three large life companies, 
training on the job programs for 
education of discharged veterans 
in the life business, These com 
panies operate in from 86 to 47 
states. Negotiations are in an 
advanced state between VA and a 
4th company for approval and in- 
auguration of another such train- 
ing program, and VA officials 
Bsay it is possible another com- 

pany will come in. 

A number of other programs for 
training veterans in insurance 
have been approved, on a state 
basis, by qualified educational 
officials in the states convern~ 
ed. Such training is carried on 


establishments, VA says. The 
basis for such approval includes 


‘a requirements of a satisfactory 


place for such training, satis- 
a suitable 


In state-approved programs, VA 
jattempts to work our a program, 
officials say, and G.I.s8 are as- 
{signed to them. In California 
insurance 


j to whom the government pays $60 
ja month while they are learning 
, the business of soliciting insu- 


“Wrance. The VA regional office at 


San Francisco would consider 
if approved, 


{ Under the G.I. bill of rights, 
VA makes a subsistence allowance 
of $60 per month to an unmarried 
veteran undergoing on the job 
qj training, besides paying for 
4 books and equipment required. I1 





#/ the veteran is married this al- 


When a trainee begins to earn 
on the job, if the total of 


4 amount a beginner in insurance 
“would normally receive, then the 
“subsistence allowance is reduced 
ion the amount of the excess. 


ie 5 Takes Over in Equitable 
“«{Society “Ad” Post 


Leslie R. Shope, who recently 
4 was _—— advertising mana- 

: ger of Equitable 
Society, has been 
in advertising 
sales pro- 
‘motion work 
since 1917, when 
he was assistant 
advertising man- 
ager of the ‘“Ar- 
‘a chitectural Rec- 
ord.” Subse- 
quently, he  be- 
came an Account 
executive for the 
M. P. Gould Ad- 
vertising Agen- 
New York 


lagency, and in 1934 he went with 
Equitable Society as supervisor 
of sales promotion. He spent 3% 
‘years service in the army air 
force, returning from the Philip- 
7, Pines in August. 


i Bethea Returns to Atlanta 





4 Tt Comm. Charles G. Bethea, 
a : following his release from _ the 


i navy, will resume his post as gen- 
i i eral agent for Georgia of State 
f Mutual Life, with headquarters in 
Atlanta. 


—— 
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<5 = The Equitable Society 





THE BUILDING CONSTRUCTION INDUSTRY 


Will you join The Equitable Society in a salute to 
the American industry which employs more men than 
any other except farming—an industry which is most 
typical of democracy and free enterprise, because it 
is made up of many thousands of little businesses—a 
salute to the architects, lumbermen, contractors, 
plumbers, electricians, masons and carpenters, who 
constitute America’s great Building Construction 
Industry. 


During the war, these were the men who built army 
camps and vitally needed factories almost overnight. 
During the postwar years ahead, this is the industry 
which will be the wheel-horse of our national pros- 
perity. Authorities estimate that the Building Con- 
struction Industry will erect one million homes a year 
for the next ten years—and will give employment to 
from four to five million men. Today the need for 


more manpower is acute in this industry and it can be 
counted on to provide large numbers of jobs for ex- 
war-workers and returning servicemen. 


For many years, The Equitable Life Assurance 
Society of the United States has been closely asso- 
ciated with the Building Construction Industry. 
Equitable funds have made possible the construction 
of countless homes, factories, and business buildings. 
Every time a member of The Equitable Society pays 
a life insurance premium, he knows that his money 
is helping to make jobs for millions of his fellow 
Americans. 


fe | Ee 


President 


The above salute to the Nation’s Building Construction Industry is one of a series of 
tributes to vital American Industries currently featured on ‘This Is Your FBI,’ sponsored by 
The Equitable as a public service in cooperation with the Federal Bureau of Investigation. 
This radio program is broadcast every Friday evening over a nation-wide hookup of the 


American Broadcasting Company. 








THE EQUITABLE LIFE ASSURANCE 


OF THE UNITED STATES 


A Mutual Company Incorporated Under the Laws of the State of New York 


393 Seventh Avenue 


New York, N. Y. 
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Detroit Hospital Council 
Rejects Slap at Blue Cross _ 

DETROIT—Without a disgeuting 
vee, the Greater Detroit Hospital Coun- 
cil, Sept: 28, rejected the resolution re- 
ferred to in THr. NATIONAL UNDERWRITER 
of Aug. 2, critising Michigan Hospital 
Service, the Blue Cross plan. < 

Unanimous defeat of the resolution 
followed the recommendation of a spe- 
cial committee which had been appointed 


to consider the matter. The resolution, 


had been given wide circulation by soe 
that sought to make it appear that 
Detroit hospitals were withdrawing sup- 
port from the Blue Cross plan. 
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LiFE CAREER 


will be highly visual, from its natural color 
Kodachrome photo of the vet in his new 
“civies” on the cover throughout its 64 
two-color 82 x 11 inside rotogravure 
pages. 

Here, page by page, is the story it tells— 
with over 150 human interest photos, car- 
toons, diagrams, charts, and _ portrait 
photos :, 


Port 1—THIS IS LIFE INSURANCE 


For the New Born Baby pane thet= 6 
For Youngsters Who Are Going Places 4 
For Family Success and Security . . 6, 
For the Finish “In the Money” . 8, 
Life Insurance is For the LIVING . 1 
What If There Were No Agents? 1 


(Page) 


Part 2—DOLLARS AT WORK 


4244 BILLION of the World’s Best 
RO tg. a0 ait hanes vate f 12 

“What Have You Done With My $50 
oS Od a ae 13 

Dollars That Build and Protect. Our 


Nation . ak <a: ge . 14-16 
Agents Created, Agents Maintain This 
Economic Power for Good. . . . 17 
Part 3—MANPOWER NEEDED 
In the Office andinthe Field . . . . 18 
Opportunities for Many Talents. . . 19 
But the “Power Plant” Is the Agent 20 


Part 4—THE LIFE UNDERWRITER 


The Agent Is a “Life Underwriter”. . 21 
Life Underwriting Is a Profession 

College Courses for Underwriters : 
Earnings Are on a Professional Basis . 24, 25 


The Underwriter’s Success Circle 26, 27 
Capacity to Serve Controls Advance- 

ment as enti cand ts ck See 28 
Advantages Over Other Professions . 29 


Independence—with Cooperation from 
35,000 Associates in N.A.L.U. . . 30,31 


Rroof of a Satisfying Career . 32 
Postwar Prospects for Underwriters 33 
The Biggest Job for Life Insurance Lies 

OM eS ata) ts) ister’ &) a) RIMES 
Do You Like to Help Others?. . .”. 36 


PENN MUTUAL HONORS 
ITS FIRST YEAR LEADERS 


At the autumn meeting of Penn 
Mutual Life's President's Club 
for New Organization, six new 
members were inducted, each of 
them a winning first-year agent. 

Bugene N. Bivens, Oakland, in 
his first year in the business 
$807,349 on 60 lives; Hiram L. 
Logsdon, Evansville, $283, 931. on 
81 lives; Thomas 0. Peterson, 
Council Bluffs, $343,090 on 70 
lives; Stanley A. Gitre, Detroit, 
$272,591 on 52 lives; C. Floyd 
Nicklas, Charleston, $202, 965. 


Salaries Are Increased 


Phoenix Mutual has increased its 
employes’ salaries, the third Hart- 
ford insurance company to announce 
such action. All employes except 
officers will have their pay raised 
Nov. 1. The temporary “cost-of- 
living” bonus now being paid. will 
become a permanent part of each 
employe’s annual salary on a 40- 
hour week basis, andthe resulting 
compensation will be increased 5% 
to form the basis for future salary 
payments. About 1,000 employes 
will benefit. 


“We need new men... but we must not 


Sacrifice quality.” 


QQ /) oo E 


Part 5—CAREER POSSIBILITIES (Page) 
From Agents to Presidents . - see 
From Agents to Top Executives . 39-41 
For Returning Veterans . 42 
Million Dollar Producers 43, 44 
For the Young Man. . . . 45 
More Million Dollar Producers 46 
Starting at Age 42. ‘ 47 
For Industrial Underwriters 48 
More Million Dollar Producers . 49 

Part 6—YOUR QUALIFICATIONS 
The Wife in Your Life Career . 50, 51 
What Do You Want from Life? . 52 
Fit Yourself Into This Picture 53 
Questionnaire Reply Form . 54 


Kan Vou gakeli? . oS ke 55 
“We Need New Men... But We Must 


Not Sacrifice Quality” s  266;57 
Career Men Only Are Wanted—Your 

Best Assurance of Success 58, 59 
Questionnaire Reply Form . , 60 
Your Manager—a Partner in Success . 61 
How New Men Are Qualified. . . . 62,63 

Part 7—HOW TO GET STARTED 
Success Is a Journey—KEEP Going! 64 
Questionnaire Reply Form. . . . . 65 
Think Ahead! What Will You Want... 

Just a Job, or a Life Career? . 66, 67 


USES for LIFE CAREER 
For Distribution from Home Office: 


1. Enclose reply cards (obtainable from 
publishers) in premium notices or receipts, 
outlining contents and purpose of “Life Ca- 
reer” and offering to mail a copy to interested, 
qualified prospective recruits. 

2. Mail a copy to your medical examiners 
with a letter requesting them to place it on 
waiting room tables. 

3. Supply 10 to 35 copies to each of your 
Managers for each agent you expet him to 
recruit and train during 1946. That is, if an 
agency needs three new men in 1946, 30 to 100 
copies of “Life Career” can be used by that 
agency to interest enough qualified men, as 
follows: 


For distribution by Managers 


1, Place a copy in the hands of each Draft 
Board Re-employment Committeeman (two 
on each Board) ; the chief clerk of each Draft 
Board; with employment advisers of USES 
offices. Offer to furnish more if desired. 

2. Have a member of the agency who be- 
longs to the American Legion and VFW ex- 
plain “Life Career” to each Post Committee 
helping returning veterans. 

3. See that a copy is kept in every local 
USO reading room. 


4. Ask every member of the agency to take 


a copy to his barber shop, show it, and ask: 


LIFE CAREER is built to these speci- 
fications of the Research Bureau's 
Agency Manpower Committee 


barber to leave it on top of his reading mate- 
rial. 

5. In newspaper ads describe “Life Career” 
and offer copies to interested men and women 
who call at your office. 


6. Furnish copies to your local public li- 
braries and reading rooms. 


In every case the most effective use of 
“Life Career” will be! made by those with 
whom you place it if you go through its con- 
tents briefly, and emphasize your desire to 
help provide returning veterans with more 
than just a job—a permanent, profitable Life 
Career. 


SUMMARY 


Size: Total of 64 inside pages (size 8% x 11 
inches) plus cover. 

Wlustrations: Over 150 human interest pho- 
tographs, cartoons, diagrams, charts and por- 
trait photos. 

Color: Cover from Kodachrome photo in 
natural process color. Half of inside pakes in 
2-color rotogravure. 

Editor: A. D. Lange, originator of The 
Estate-O-Graph and Visual Sales Kit. 

Circulation: 100,000 copies to prospective 
recruits. Contains no advertising. 

Price: $1.00 for single copies to 50¢ per copy 
in large quantities. 

Published by: Pictorial Publishers, Inc., K of P 
Bldg., Indianapolis 4, Ind. 

A. D. Lange, Pres., R. Blayne McCurry and 
Robert L. White, Vice-Presidents. 

Write for a Preview of the Complete Book, 
now, to reserve the first copies off the press at 
pre-publication discounts. 


A. D. LANGE, Editor, LIFE CAREER 
PICTORIAL PUBLISHERS, INC., 
K of P Building, Indianapolis 4, Ind. 

I am interested in the offers checked 
below. 


C) Preview of Life Career before publica- 
tion, and pre-publication prices. 

(_] Life Career premium notice reply cards 
mentioned in column 2 above. 

(J Send me one of the first copies of Life 
Career off the press for the $1.00 enclosed. 
(Single copy price) 


Name 





Co 





Title 





Address. 
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Pfc. Letzsch Proposes Three —_ 
Changes In NSLI Program 


Some changes that should be 
made in the National Service Life 
Insurance program are pointed out 
by Pfc. Walter S. Letzsch, former 
manager in Chicago of Kansas 
City Life, who was ‘inducted into 
the army and now is stationed with 
the infantry at Camp Livingston, 
La., in the personnel division. Pfc. 
Letzsch ‘thas been on furlough in 
Chicago. 

Camp Livingston not so long 
ago was made a separation point 
and many of the GIs take their in- 
surance problems on National Ser- 
vice Life Insurance to Pfc. Letzsch. 
On separation the has been telling 
them to keep their insurance and 
to see the veterans’ administrator 
nearest to their community. 

In far too many instances, he 
says, the GI insurance is being 
dropped because the soldiers are 
not getting the proper counseling 
service. Many complain of the lim- 
itations on National Service Life 
Insurance, both as to beneficiaries 
that can be named and the method 
in which the proceeds will be paid 
out. He believes that there should 
be three changes in the N.S.L.I. 
program: 

“1. The payment of a principal 
sum, limited to $1,000 or 
$1,500. 

The naming of a beneficiary 
with insurable interest. or the 
estate of the insured. 

The use of personnel in sepa- 
ration centers and points who 
are familiar with life insur- 
ance and the employment of 


bi? 


a 


experienced insurance men 
by the Veterans’ Administra- 
tion.” 


Wunderlick Baltimore 
Life Supt. of Agencies 


Fred I. Wunderlick has been ap- 
pointed superintendent of agencies 
of Baltimore Life. He has been 
director of field training, and has 
just finished conducting schools 
for managers and staff superin- 
tendents. He started out with Bal- 
timore Life as an agent. He was 
promoted to staff superintendent 
and then to home office supervis- 
or. A graduate of the Sales Re- 
search school of agency manage- 
ment, he has been active in devel- 
oping training work for agents. 


Name Bowersox in St. Louis 


The Bowersox Insurance Agency 
Company, St. Louis, has been ap- 
pointed district agent of St. Louis 
Columbian Agency, Inc., general 
agent there of Columbian National 
Life. James R. Helvey manage: 
the life department of the Bower- 
sox agency. Formerly he was an 
assistant manager of Metropolitan 
Life. 


Crowder Back in Birmingham 


Maj. Arthur D. Crowder, Jr., 
who served more than three years 
in the army, including 22 months 
overseas, has resumed his post as 
manager of the Birmingham, Ala., 
ordinary agency of Prudential. 

During Maj. Crowder’s absence, 
the Birmingham office was under 
the direction of Lewis J. Myatt, 
acting manager. 





William D. Riley, Jr., former 
publicity director of Maccabees, 
who soon after Pearl Harbor en- 
listed in the army air forces and 
was attached to an air rescue 
group in the Okinawa area, died 
on that island Aug. 26 following 
a plane crash. ’ 
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hree t r personnel division of Mutual Life. ‘erican Life convention. The custom at the home office, presented the 
m wgges S$ a ers Mr. Hagerty has been an instructor originated when L. O. Shriver, ,1945 president's cup to Eli W. 
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Expects Pension 
Plan Amendments 


Cincinnati—While pension plans 
are a permanent and ernduring part 
of life insurance service to business, 
Meyer M. Goldstein, director Pen- 
sion Planning Company and gen- 
eral agent of Connecticut Mutual, 
New York, told a group of Cincin- 
nati agents that there will be a 
wholesale amendment of high per- 
centage of existing plans set up in 
the artificial tax and wage freezing 
atmosphere of the past several 
years. He said he did not expect 


it. The amount of time to be spent 
ranges from 5%-10%, to 25% in 
most cases. The wisest course seems 
to be to get one now and then, but 
not let the time spent on = such 
plans interfere with general pro- 
duction. It is probly the most dis- 
couraging type of business the 
ageut has to handle. 

In the future pension plans will 
be established on a sounder and 
more permanent basis and their im- 
portance as a social service must 
receive greater recognition ‘from 
agents and companies, he declared. 


There were slightly less than . 


8,000 plans in force at the end of 
1944, 7,000 of these having been 
put on since 1937 and 5,000 since 





Care Need in Picking 
Veterans for Agents Role 


NEW YORK—From the results 
obtained thus far in recruiting vet- 
erans, it appears that there is go- 
ing to be no trouble in getting 
plenty of good material. Care in 
selection, training and supervision 
looms as the big problem. Quite a 
few agency executives fear that if 
this care is not exercised there will 
be a bad reaction later on which 
will give not only many veterans 








However, enough is now known 
about the type of personality char- 
acteristics that are essential to suc- 
cessful selling so that there is far 
less excuse than there used to-be 
for taking on a man against whom 
the cards are stacked. 

Apparently the veterans. do not 
regard life insurance selling as be- 
ing in the same class with other 
type of sales work. Out of 7,000 
men cleared by the veterans’ re- 





ste yl pA oes ed January, 1942. From 1875, the date but a large segment of the public placement bureau in New York 
ested in teradnnted plans by PS of the first known plan, to 1937, a bad impression of the life insur- only 20 expressed an interest in 
52. Mr. Goldstein said there is no the year social security went into ance business. Some feel very selling as a career. Apparently 
1 for the individual retirement effect, only 1,000 plans were put on strongly that ¢fforts to interest they consider life insurance as _be- 
onelege licy i ension plan and the books. veterans should avoid any implica- ing in a class with independent 
gy Ragone: oe “that can he done He pointed out that a pension tions of mass recruiting even - See 

d rofit » Sens lan that can plan is less costly to a firm in solv- though a highly conscientious de- business men. A_ surprising per- 
= S 4 “6 bett - ension ing the problem of its superannua- gree of care is used in selecting centage of veterans have expressed 

sed gg le il anes ted employes than anything else it those who apply. . a desire to go into business for 

Vie policies and a self Be th ee tase does. It must either fire employes There are many men coming out — Many of these men y 

alan is the ideal one for a pension when they become old, keep them of the armed services whose inter- ave no training or experience in n 

: P on the payroll, or install a penson est in life insurance selling and ‘the field in which they wish to en- ti 

_— system, he stated. whose willingness to believe what gage and there will doubtless be a v 

Can’t Be Agent’s Major Interest Gerald Isphording of the W. T they are told about the business great waste of savings and govern- € 

x Earls agency of Connecticut Mu- jmay place a severe test on agency ment G.I. loans unless they receive ¢ 

The average agent in the advanc- tual, which sponsored the meeting, ‘managers and general agents. Ma- and follow the right kind of advice. | cl 

ed underwriting field can’t afford introduced Mr. Goldstein. W. P. ny of these ex-servicemen are offi- weg: ft 

either to ignore the pension field Shields read a telegram from Lt. cers who have been making con- C 

or devote ‘too much of his time to Earls, who is now in the navy. siderably more in the army with al 

? se ipa , ‘allowances, combat pay, etc., than P! 

they made in civilian life. Many of a 

them shave saved = substantial re 

amounts out of their pay and could tr 

france themselves for quite a el 

stretch. They ‘like the life insurance WwW 

because earnings are geared to ef- ; 

fort and results and they are wil- * . 

nite to work hard. eee: IIN THREE YEARS ce 
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‘ ive hours a day. Each morning one writing my first app 11 years “4 

insurance benefits. Who can measure the benefits to member of the class gives a review an. AND YOURS. 1S THE lik 

mankind that may result from the scientific discoveries of the preceding day and then there ONLY SERVICE THAT - 

are a succession of classes of 50 by 


LIFE 


LOUISVILLE 


Insurance in Force, Sept. 30, 1945 — 


COMMONWEALTH 


INSURANCE COMPANY 


MORTON BOYD, President 


of some man or woman whose education was paid for 
by life insurance funds? Again, who.can measure the 
saving to the community through the maintenance of 
millions of bereaved homes free of public charity, 
with the community safeguarded against the crime of 
delinquency which is the product of poverty?" 


Thus spoke Dwight H. Green, governor of the State 
of Illinois, in a recent address. 


Walking along city streets, riding in busses or street- 
cars, sitting in anterooms — during those intervals 
between calls, the career life underwriter in the field 
senses the immeasurable, incalculable community worth 
of the life insurance services he renders. 


$259,064,862 


WHERE QUALITY MEN ARE BUILDING QUALITY VOLUME 





























minutes duration each. Adjourn- 
ment is at 3 o'clock but after that 
personal conferences are held un- 


,til 5. or $:30. 


During the first three evenings 
the students are engaged on assign- 
ments. On the fourth evening there 
is a round table seminar and on the 
final evening there is a goodfellow- 
ship dinner. The subjects include 
knowledge of the fundamentals of 
non-can A. & H. and life insurance, 
prospecting, work ‘habits. and ap- 
proach, presentation and close. 

Already about 400 have attended 
these courses. 

J. Harry Wood, executive vice- 
president and the other officers 
take an active interest and partici- 
pate in the school. The intention is 
to give the advantage of this course 
to every full time man. 





Lt. John G. Darling, supervisor 
of the Victor M. Stamm ageacy 
of Northwestern Mutual Life at 
Milwaukee, now in the navy, has 
been commended by Rear Adm. 
Cooley for outstanding perform- 
ance of duty with the Pacific 
fleet, while serving as radar 
officer on the staff. 


GIVES ME WHAT I WANT 
IN THE WAY I WANT IT. 


“The Service has yanked me. 
out of a rut and I am confi- 
dent it will keep me out. Bill 
me anytime for the balance 
due.” 


In the same mail came a letter 
from H. J. Landstorm, with a 
general insurance agency in 
Philadelphia. It was brief, a 
red circle around the words, 
“Member of the $500,000 
Corps” and a line, “My Ad- 
vanced Underwriting Service 
helped to put me there.” 


| 
Perhaps you have a man or 
two who could profit from 
the A. U. S. Why not sug- 
gest they drop us a line? 
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Sees Period of 
Equilibrium in 
Yield Ahead 


NEW YORK — All available 
signs indicate that interest rates 
wil remain about where they are 
for a good many years according 
to the economist of one of the lead- 
ing life companies. Scanning the 
current picture he finds a virtual 
equilibrium between the factors 
tending to keep the rates from go- 
ing higher and those preventing it 
fromn declining still further. As evi- 
dence of the government’s lack of 
any desire to cut the rates still 
lower this expert points out that in 
the face of a declining yield on old 
issues Of government bonds and 
on corporate securities the govern- 
ment has continued to issue 214% 
bonds. 

Thus, there has been a funda- 
mental downward movement of 
yields which the government has 
neither sponsored nor taken advan- 
tage of even at a time when it 
would presumably have been inter- 
ested in doing its huge war finan- 
cing- job at the lowest possible 
cost. ‘hus, it appears that while the 
fundamental forces favoring the 
continued decline in interest rates 
are still operating the government 
prefers that the rate levels go lower 
and the government can control the 
rate level if it wants to. The con- 
trols are sluggish and hard to opr 
erate but they can be made to 
work, 

On the other hand, with the con- 
tinuance of deficit financing and 
the refunding of huge maturing is- 
sues ahead, it seems unthinkable 
that the government would want 
interest rates to go up. Therefore, 
this economist concludes, the best 
expectation is that rates will stay 
about where they are and the life 
insurance business had best adjust 
itself to that situation. However, 
he feels that one thing is to be 
looked for and that is a greater 
spread between, the yields of gov- 
ernment bonds and high grade cor- 
porate bonds. In June, 1945, there 
was a spread of about one-half per- 
centage points between corporate 
bonds and unrestricted govern- 
ments. The term “unrestricted” is 
used to refer to bonds which, un- 
like the series E and F war bonds 
may be sold by anyone or bought 
by anyone. In 1929 however there 








GROW WITH OUR 
GROUP ANNUNITY 
SALES DEPARTMENT 


This department is growing rapidly and in- 
cludes @ number of exceptional openings for 
qualified men who wish a permanent connec- 
tion with one of the lergest life insurance com- 
panies in America. We are seeking men under 
40 and offer them an opportunity to benefit by 
our 82 years of post experience and to share 


In our future expansion. Please write to 


GROUP ANNUITY SALES DEPARTMENT 


JOHN HANCOCK MUTUAL LIFE 
INSURANCE COMPANY 














was a spread of about 1%. The rea- 
son that the spread is currently 
small is that the supply of govern- 
ments is large while that of corpo- 
rate issues has been small. Some 
buyers will take corporate bonds 
at the same yields as governments, 
in fact some trustees will not take 
any more government bonds be- 
cause they want to keep their port- 
foliog reasonably diversified. 
Looking’ ahead a few years to 


when the government will be issu- 


ing less and corporations will be 
issuing more it is reasonable to ex- 
pect that the spread will increase 


he’ll remember 


can’t [?”’ 


When his dreams 


become reality— 


New England Mutual 


In the past year, several hundred thousand copies 
of our little booklet “Information for Veterans’’ 
have gone out to our fighting men all over the world 
in answer to such requests. 

Their appreciation has been heart-warming, and 
the things they have said would indicate that, when 
they become civilians again and need life insurance 
in addition to their NSLI, New England Muttal 
will have a high priority in their consideration. 


New England Mutual 


Lye Insurance Company 


to more than the present % of 1% 
figure. Whether this will be ac- 
complished by governments declin- 
ing in yields or by corporations’ 
bonds increasing is difficult to say 
but since the government has indi- 
cated a desire not to ‘have its secu- 
rities decline still further in yields 
the supposition is that the increase 
in the differential will be accom- 
plished by a rise in corporate rates. 


Neighbors of Woodcraft, Port- 
land, Ore., will hold its quadren- 
nial convention in the head office 
Nov. 26 - Dec. 1 




























_Two soldiers and a mar...e¢ wrote the headline for 
the national advertisement pictured above. They 
were asking for our booklet describing their rights 
and benefits as ‘‘veterans."’ 

As each one said, in effect, ‘‘Don’t know when 


that wonderful day will come, but I can dream, 


William Ruess, 70, former na- 
tional director and‘ chairman of 
the board of auditors of Wood- 
men of the World Life, died at the 
home of a sister ‘in Cleveland, 
after a prolonged illness. - y 

Mr. Ruess had resigned in June 
as chairman of the board of audi- 
tors, a post he had filled for 13 
years, to return to his native 
Cleveland. for medical treatment 
following a major operation. 

After earlier experiences in the 
drug field, he commenced devot- 
ing — entire time to fraternal 
work. 


One of several thousand letters received 


from grateful GI’s: 


A Corporal in the AUS 


Although I do not expect to be a veteran until the 


conclusion of the war, I would appreciate your book- 


let‘ Information for Veterans.’ 
I wish to add that I admire your frank and sin- 
cere advice concerning the retention of National 


Service Life Insurance despite the fact that you are 


an agency selling private insurance. 





“It is refreshing to note such altruistic advertise- 
mints. I only wish that more advertisers could realize 
what goodwill can be established for their product by 


vour type of straightforward messages.”’ 





fe) of Boston 








George Willard Smith, President 


Agencies in Principal Cities Coast to Coast 
The First Mutual Life Insurance Company Chortered in America—1835 
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Name Publicity Group 
For NAIC Meeting 


The publicity committee for the 
Grand Rapids convention of the 
National Association of Insurance 
commissioners has been set up by 
Frank. Whitwam, manager of the 
Grand Rapids convention” bureau, 
who is chairman of that commit- 
tee. The convention is scheduled 
for Dec. 2-5. 

Vice chairman. is R. J. Walker, 
Standard Accident, and the other 
members are K. L.’ Wright, Mich- 
igan Mutual Liability; Elmer Salz- 
man; Detroit Association of Insur- 
ance Agents; William Palmer, 
West Michigan Tourist & Resort 


YES! Men and women look at things, including new 


Association; Waldo Hildebrand, 
Michigan Association of Insurance 
Agents. 


CALL AGENCY WORK 
COVERED EMPLOYMENT 


Much interest is taken in the 
Suit that is pending in federal 
court at Louisville testing the 
question of whether life insur- 
ance agents are to be brought 
under the federal social secur- 
ty act. 

The casewas brought by Charles 
K. Johnston. Formerly employed 
by a public utilities he became 
an agent for Penn Mutual after 
he was 65 yearsof age. He appli- 
ed for old age benefits under 


Just like his mother’s. 


Did you feel his grip? 
He'll be a halfback like Joe. 





the social security act to which 
he was entitled on account of 
his previous employment. 

These benefits were denied to 
him on the ground that as an in- 
surance agent, he was engaged in 
a covered employment and was not 
a retired personwithin the mean- 
ing of the act. Mr. Johnston 
carried the issue up after con- 
tinuing to get the same nega- 
tive answer and brought an ac- 
tion in federal court, 


Dinwiddie Lampton, president 
of American Life & Accident of 
Louisville, has a new grandso* 
Dinwiddie Lampton III, son ox 
Dinwiddie Lampton, Jr. 


Look at his beautiful eyes! 


babies and insurance, with different eyes. Last year 
women saw their way clear to purchase one-sixth of the 
dollar volume of all adult, ordinary life insurance sold. 


COLES WOME 







LARGEST AUDITED CIRCULATION OF AY MAGAZINE 








Veteran Los Angeles 
Agency Leader Dies 
Will G.. FARRELL, 81, head of 


the House of Farrell, Los angeles, 
handling all lines of insurance, 


including life, died suddenly at 





‘8 


his nome, Fourth Avenue. 

Mr. Farrell went to Los Angeles 
in 192% from Salt Lake City and 
was one of the civic leaders of the 
city. For many years. he was 
strictly a life insurance man. He 
was active in Life Underwriters 
Association of Los Angeles and 
took an especially prominent part 
in the N.A.L.U. convention there 
in 1924. His two sons were assoc- 
iated with him in the agency. 

He had represented Penn Mutua 
for 41 years, the first. 17 years 
as general agent at Salt Lake 
City. 





Returns to Indianapolis 
Life After Navy Service 


After 42 months of service in 
the navy, Newell C. Munson, as- 
sociate counsel for Indianapolis 
Life, is now back in his office. He 
was commissioned a lieutenant 
(j. g.) in 1942, was promoted to 
lieutenant, and in 1945 to lieuten- 
ant commander. 

The first three years of his ex- 
perience was in anti-submarine 
and harbor defense activities, in- 
cluding special assignment with 
the British Admiralty in the Unit- 
ed Kingdom. In 1944, he was sta- 
tioned in Nassau and in Cuba in 
ordnance research: ‘For the last 
eight months of his service, he 
was doing contract. termination 
work at Schenectady, N. Y. 


CORRECTION ON NSLI 

The NATIONAL UNDERWRITER stands 
corrected On a recent statement 
to the effect that the recent 
amending of National Service 
Life Insurance continued the 
original term premium rate for 
from five to eight years or to 
Dec. 31, 1948, whichever was the 
later date 
‘ As amatter of fact, the three- 
year extension is automatic as 
to all policies applied for or 
issued and in effect by Dec. 81, 
1945. As to new policies, the 
exteasion could rua until 1953. 
Thus, a policy bought in 1940, 
the earliest date, and running 
watil 1945, would now run uatil 
1948. Policies applied for in 
1945 wi¥Yl run until 19653. 


Welter J. Clark of Mutual Life, 
has beed elected president of the 
American Society of X-Ray Tech- 
nicians. 


———- 
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Agents Who Disparage 
N.S.L.1. Risk Backfire 


NEW YORK--In spite of all that 
bas been done to convince agents 
that they should encourage vete- 
rans to keep their National Ser- 
vice life insurance in force, it 
bas been found that some agents 
e-probably only a small minority 
e-are emphasising the short- 
comings of N.S.L.I. in their 
telks with ex-servicemen and 
trying to replace it with regu- 
lar life insurance. This atti- 
tude, particularly if it should 
spread, may well put the entire 
life insurance business in a bad 
light with the veteran and his 
friends fcr sooner or later 
there will be a general under- 
standing of the merits of N.S.L. 
I. Hence, any agent who fails 
to encourage the retention of 
N.S,L.1. is making a mistake not 
only from an altruistic stand- 
point but in the light of his 
own selfish business interests. 

The size of the job to be done 
cas be realized from the fact 
that while about 50% of service- 
men have indicated on being dis- 
charged that they intended to 
keep up their national service 
life insurance only about 20% 
have actually done so. From the 
View-point of the ex-serviceman 
it is-regarded as important not 
only to retain existing term 
insurance or pick up lapsed ins- 
urance but to convert it to a 
permanent form, in the interest 
of conservation. 


Fortunately, in its effort to 


Even though veterans realise 
what a good thing they have in 
N.S.L.I. it is sometimes diffic- 
ult to get them to hang onto it. 
One effective argument is that 
Since the cost is so low the tax 
payers must be footing the bill 
Tor part of the cost. 


ae eae 


HORNE BACK TO GIRARD 


Harold M. Horne, associate ac- 
tuary of Girard Life, who has 
been on leave of absence in the 
navy for two years, has returno- 
ed to his desk after discharge. 
He is an Annapolis graduate with 
the rank of lieutenant and 
served in the other world war. 
He has been an instructor in 
navigation at Annapolis. Mr. 
Horne has been with Girard since 


1921. 








O’MAHONEY ON CARD 
OF N. Y. FEDERATION 


Senator Joseph C. O’Mahoney 
of Wyoming will be the principal 
speaker at the annual luncheon 
meeting of the Insurance Federa- 
tion of New York at the Hotel 
Commodore, New York City, Dec. 
5. Leroy A. Lincoln, president of 
Metropolitan Life, will introduce 
the Senator. 








is get men to conserve their N.S.L. ' © 
: I, policies the government has 
ice provided that a lapsed policy 
ice in can be picked up any time withia 
n, as- Six months after discharge by 
apolis paying merely the current mon- 
ce. He th's premium and a single addit- RET 
—_— ional month's premium if the IREMENT 
ce serviceman certifies he is in as 
ad i rg del he was at the Yes, we believe in it in two ways. We 
ae Dever@ine to 6 eeasce leas believe in our unexcelled Retirement 
8, ine in — with veterans’ insuran- Income contracts for our policyhold- 
wi ce - ° 7 ° 
Baten tei “yf ee Re a ers and believe in our Retirement In- 
s sta- Dentevas ageteet eteetntas 4 come Plan for our Field Men. They 
ag te is digging bie on stave ae fer are unusual and flexible and typical 
Se teran or his contacts is concer- sea ean ting which make Bank- 
. ned. Such an agent may be suc= ers National different. 
Cessful in making an immediate erties 
Sale but when the buyer finds It will pay you to investigate 
ptands | Ut What he has lost in the way the opportunities offered b 
comeed of National Service coverage he AA ainsi 
aman is quite likely to refuse to 
ephed have any dealings with that age- 
ao ane Qt again. On the other hand, the : 
a. per veteran to whom the agent has 
8iven a full and fair picture of 
bl to N.S.L.I. and its merits may not 
as the buy immediately but he will app- 
Teciate the advice he has been 
three~ Given and become a future pros- 
tic as Pect and an immediate center of 
ae influence. 
the Will Improve N.S. L. I. 
1953. Emphasis on the shortcomings 
1940, of N.S.L.1. is unwise for most 
anning Of these are sure to be correct- T 
vatil ed. Also, one of the pending NA I ay NA L L I F E 
for is bills provides for $55.10 a mon- 


3. th income disability to be incl- 
Uded at the regular premiem whi-~ 
le for about $1 a month additio- 
Life, Ral another $55.10 can be added. 
f the This feature alone will make 
Tech- N.S.L.1.° a bargain that no vete- 
Fan should pass up. 
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to the 
104 MEMBERS OF THE 
CONNECTICUT MUTUAL PRESIDENT’S CLUB 





It is the largest group in the eleven-year history of 
the Club, far surpassing last year's record figure of 83. 


Membership in the President's Club calls for a lapse 
ratio of not more than 5%, on first and second year 
business, and production of at least $150,000 last year. 


Top honors were earned by R. Howard Mate, Lans- 
ing, Michigan, who had $900,000 of first and second 
year business exposed and yet experienced no lapses. 
Twenty others had the unusual distinction of not hav- 


ing any of their first and second year business lapse. 








Special honor should also be paid to Howell D. Free- 
man, Hartford, who has qualified for the President's 
Club every year since its inception, and to James H. 
Biack, Indianapolis, Herbert E. Stein, Davenport, and 
Nelson C. Taintor, Hartford, who made the Presi- 


dent's Club in ten out of its eleven years. 
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International Life 


Insurance Rallies 
Are Debated 


Mutual Life has released a copy 
of a letter that “Executive Vice- 
president Alexander E. Patterson 
has written to the editor of the “Re- 
view” of London, discussing some 
of the points raised by that editor 
in_criticising Mr. Patterson’s pro- 
posal to establish an international 
association of life insurance. Mr. 
Patterson made that suggestion in 
a recent address before the New 
York City Life Underwriters As- 
sociation. 

The “Review” contends that in 
the strenuous days that lie ahead, 
insurance executives might not be 
able to spare the time to make 
journeys to attend such gatherings. 
The international congresses of ac- 
tuaries involve much expenditure of 
time and energy. However, the 
editor concedes that air travel may 
cause such gatherings to be less 
time consuming. The question re- 
mains, however, of expense and 
whether frequent meetings of life 
insurance executives would be ade- 
quately productive. Owing to lan- 
guage difficulty, set discussions 
tend to be tedious and ineffectual. 

Language difficulties also make 


it difficult to get much value: from . 


fraternization. 

Such meetings might occasional- 
ly be held but the “Review” ax- 
presses the belief that as annual 
events they would become unwel- 
come. and attendance would fall off. 


Non-Actuarial Aspects 
Nevertheless, the “Review” sees 
benefits to be derivd from an oc- 
casional international meeting of 


life insurance executives. devoted 
to .non-actuarial subjects, pointing 
out that during the past few years 
the non-actuarial aspects have be- 
come even more important than the 
actuarial. 

“In our own country, and in most 
others,” this publication _ states, 
“life insurance seems to be entering 
on a phase of its history when it 
will make unusual demands upon 
the wisdom and foresight of those 
responsible for its direction, and on 
the principle that two heads are 
better than one, international dis- 
cussions between executives is of 
growing importance. . .” 

As a prelude. to such meetings 
there would have to be an increased 


interest on the part of insurance: 


executives in one country in insur- 
ance events elsewhere and the use 
of insurance publications as a means 
of contact. 

The “Review” al.udes to Mr. 
Patterson’s statement that there is 
need of a wider knowledge of the 
American agency system in other 
lands and the editor states that, as 
a matter of fact, a great deal is 
known in Britain of the American 
agency system. Most executives 
in Britain have a very fair idea of 
what the American system is and 
how it works. “But by and large 
they scem not to like it,” the pub- 
lication states. “Per contra . . .-ma- 
ny American executives are inclined 
to assume too readily that the Bri- 
tish system is not a system at all.” 

“The truth is there are defects in 
both, but either because ‘it is more 
efficient or for some other reason, 
the American system has certainly 
been more successful than the 
British, though the superiority of 
its achievement is not quite so 
crushing as suggested by the over- 
worked question, asked once again 
by Mr. Patterson on this occasion, 
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HOME OFFICE 
OPPORTUNITY 


The Ohio State Life 
has an opening at its Home Office _ a man 
who will assume responsibility 
for the office operations of the Agency Department, 
including the editing of our field publications. 
Preferred age: 30 to 40. Background of both 
home office and field experience desirable. 


Ar unusual opportunity 
for growth and advancement 


WRITE: Claris Adams, President 
or Frank L. Barnes, Vice President 
at Columbus 15, Ohio 
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‘Why is it that the United States, 
with only 6% of the world’s popu- 
lation, owns 64% of all the life in- 
surance?” Even those of us who 


handling of statistics have begun 
to have misgivings about the math- 
ematics of this argument!” 

Mr. Patterson, in replying, ad- 
mits that there would be many 
difficulties of transportation ¢x- 
pense, language, programs, tc., 
but in spite of these not insur- 
moutable obstacles, Mr. Patterson 
asked, “Should we not aim to bring 
the finest minds in life insurance to- 
gether occasionally for the benefit 
of all peoples?” : 

The Americans, he said, could 
learn much from British executives 
as well as from life insurance lead- 
ers of other countries. Most other 
great businesses have international 
associations and he asks: “Why 
should we not have an association 
for international exchange of ideas 
on all phases of life insurance op- 
eration?” 

The American. agency system, 
Mr. Patterson admits, has defects 
but a wider knowledge on the part 
of American practices in other 
countries would ‘help bring about 
improvement, and there are many 
other subjects: to discuss besides 
the agency system such as post-war 
underwriting, including the difficul- 
ties of aviation; recent medical re- 
search; improved methods of ac- 
counting practices; falling interest 
rate and its implications in the in- 
vestment portfolios; the search for 
the right type of investments; the 
social quesions of low cost hous- 
ing projects. 

Mr. Patterson remarked that the 
American insurance press was very 
receptive to the idea and he had 
hoped that the British press would 
also endorse it. It is largely through 
the medium of the ‘press that an 

idea of this kind can be brought in- 
to being. If the English speaking 
nations will cooperate in this en- 
terprise, an idea can develop into 
a reality, he says. 


Guertin Owns First CSO 
Policy 

Alfred N. Guertin, actuary of the 
American Life Convention, and the 
man whose name labels the bill to 
recognize a new mortality table and 
provide a new basis for valuation 
of reserves and non-forfeiture bene- 
fits, is the owner of the first policy 
issued by Mutual Benefit Life on! 
the basis of the new, commission- 
er’s standard ‘ordinary table. Mutual 
. Benefit is the first major company. 
to use the C.S.O. table. When Mr. 
Guertin was actuary of the New 
Jersey department, he was chair- 
man of the committee that com- 
piled the table and prepared the 
new valuation legislation, all of 
which is familiarly known as the 
Guertin bill. 


Receivership Complications 

WASHINGTON — The U. S. 
court of appeals ‘has been asked to 
revoke court orders appointing 
Fred J. Eden as special master to 
examine the accounts of receivers 
of National Benefit Life, the Ne- 
gto company, and directing the 
court auditor to state the accounts 
of the receivers. These orders were 
issued in 1945 and 1937, respec- 
tively. 





Protective Life Winners 


In the baseball contest of Pro- 
tective Life of Birmingham, Wal- 
ter Puckett, was the leader and 
won a $100 war bond. Other win- 
hers of grand prizes in war bonds 
were H. J. Baum, Birmingham, 





cannot claim to be expert in the ~ 


$75; R. W. Bishop, Guntersville, 
Ala., $50; and E. Andrews, 
Montgomery, $25. 


Mutual Life Loans $800,000 


The Fibre Conduit Co., Orange- 
burg, N. Y., has obtained a loan of 
$800,000.00, due in 1957, for plant 


expansion. 


Hartford College Course 


The Hartford College of Insurance 
of the University of Connecticut 


has organized its program for the 
preparation for C.I.U. examination, 
part C law, wills, trusts, taxation 
and business insurance. Classes be- 
gan Oct. 19. 

The instructor will be George J. 
Richards, general agent of Monarch 
:.ife and vice-president of the Hart- 
ford C.L.U. 


MARKLBY NAMED MANAGER 


Elmer J. Markley has been named 
manager at Salisbury, Md., by 
Atlantic Life. He has had wide 





experience in life insurance, 
for the last 10 years having 
been with Metropolitan Life at 
Baltimore as agent and assistant 
manager, He has a fine ordinary 
Production record, as well as in 
recruiting and working with. new 
men, 


—_——— 


John H. Brooks, a director of 
Girard Life since its Organiza- 
tion in 1909, died in New York, 
He was senior partner of J. H. 
Brooks & Co., brokerage firm of 
Scranton. 
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Estate Planning Forum 


Mr. Laikin said an over-recur- 
ring problem is that of the rever- 
ter—the question whether or not 





(CONTINUED FROM PAGE 2) 


instrument said nothing with re- 
spect to pavment of insurance 
premiums. The tax court, Mr. 
Laikin said, refused to subject to 
income tax in the husband’s hands 
the amount used to pav insurance 
premiums ,.on the sround that tne 
wife voluntarily applied part of her 
income from the trust to payment 
of the premiums and there was 
no evidence of an agreement with 
her husband to this purpose nor 
any other restriction upon her use 
of the funds. 


Proposes Several Tests 

He cited a number of other 
cases and concluded from. these, 
“The rationale of‘ these cases sug- 
gests certain tests for determin- 
.ing whether or not there has been 
an indirect payment of premiums. 
Was the transfer of money or pro- 
perty made so that the recipent 


would pay the premiums? Was gift, and the owner has no fur- could revert. If the possibilities ; 
the one who paid the premiums ther control over the assets or in- were remote the courts generally one a a oe Paste 
either under a fiduciary obliga- come, there is much less likelihod hesitate to tax the property in the beneficlasies ‘weeld  predeoeass 
tion or acting as an agent for the that the payment of premiums transferor’s estate, but in the re- heien P : 


insured with respect to the pay- 
ment of premiums? If the an- 


swers ure in the affirmative the 
payments are indirect; if. nega- 
tive, they are not. 

“The proximity in time between 
the transfer of assets and pay- 
ment of premiums is important. 
Hence, even though the problem 
of premium payment may not in 
a given situation be now present, 
transfer of assets might neverthe- 
less be suggested in order that 
the recipient may have money to 
pay premiums in the event he or 
she at a later date voluntarily de- 
termines to procure insurance on 
the transferor’s life. 

“It is also well to bear in mind 
that if a donor makes gifts of 
income-producing propertv, such 
transfers are usually made with- 
out the need for any agreement 
as to the manner in which the 
income is to be used. Thus if the 
source of income is placed under 
the control of the beneficiary, 
through an irrevocable transfer or 


from such income would be held 
to be indirect.” 


there was an intention that the 
property transferred ever under 
any situation should revert to the 
husband or transferor. 

In the case of a husband who 
tansfers property irrevocably to 
his wife, Mr. Laikin said, but pro- 
vides that if she should die before 
he does the property would revert 
to him, it is not settled law that 
even; though he should die before 
his wife the property transferred 
will be taxed in his estate. This is 
on the theory that the tranferor 
kept a “‘string” tied to the proper- 
ty by the possibility that it would 
‘come back to him before he died. 
This rule caused the courts to ex- 
amine the facts in each case to 
determine whether the possibility 
of reverter was remote or immin- 
ent, and to this end they consid- 
ered such factors as the ages of 
the people involved and the num- 
ber of deaths that would have to 
intervene before the property 


cent cases of Fidelity Pennsyl- 
vania Trust Company vs. Roth- 
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e@ through full-page advertisements in national magazines. 


e@ through commercials on our Daily and Sunday radio 


@ with a new and interest-arousing sales help. 


e with carefully prepared, field-tested sales ideas in attrac 
tive presentation form. 


A Better Market For Educational Insurance Never Existed! 
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senises and Commissioner vs. es- 
tate of Lester Field, the Supreme 
-Court declared that so long as 
there was any “string” attached 
to the property transferred it did 
not matter whether the possibility 
of reversion was remote or im- 
minent, and that the full value of 
the property transferred was to 
be included in the ‘decedent’s es- 
tate without any offsetting claims 
for outstanding life estates. 


Incidents ot Ownership 

“It should be pointed out that 
although the law (Sec. 811 (g) 
(2) IRC) provides that a rever- 
sionary interest in a large insur- 
ance contract should not be deem- 
ed an incident of ownership in 
determining whether the insured 
possesses any incidents as of the 
date of his death, it is, neverthe- 
less distinctly possible that under 


the Hallock, Stinson, Field and. 


Goldstone decisions, the policy 
proceeds might be included in the 
decedent’s estate even though he 
had transferred the policy, and all 
that remained in him ‘was @ re- 


“It is therefore essential , that 
existing life insurance contracts, 
|estate plans and trusts be review- 
‘ed so that all possibilities of re- 
verter can be discovered and elim- 
inated. This is particularly impor- 
tant where it is not intended to 
have the property returned. A 
transfer or gift of the possible 
right of reverter to some of the 
beneficiaries, to a third party or 
to a charitable institution might 
be in order. The assigning -or 
transferring away of a reverter 


| may not be easy. The attempt 


should, nevertheless, be made. 
“Theoretically such a_ transfer 
would be subject to the gift tax, 
but if the possibility of reverter. 
is very remote there may beé lit- 
tle or no monetary value to’the 
reverter and hence little or no 
gift tax which may be payable.” 





FUTURE INTERESTS 





He said another difficult prob- 
lem is that of future interests. In 
order that the annual gift tax 
exclusion of $3,000 should apply, 
the gift must be of a present in- 
terest, that is, the recipient. must 
be given full and immediate ow- 
nership and control over the as- 
sets given away; otherwise the 
gift is one of a future interest 
and the benefit of the exemption 
is lost. 

“Where gifts of insurance are 
contemplated it must be certain 
that the recipient received im- 
mediate rights to the control’ of 
‘the contracts, if the benefits of 
the $3,000 exemption are to be 
obtained. In using insurance as, 
the medium of gifts it is prefera-' 
ble wherever possible to place the 
insurance on the life of the recip- 
ient, of the gift and have him be- 
come the owner of the policy. Be- 
cause the $3,000 exemption is 
avaialble annually with respect to 
each recipient of a gift, it is pos- 
sible over a period of years to 
transfer a substantial amount of 
money through life insurance free 
of any gift taxes.” 

He also discussed business life 
insurance and closed corporation 
stockholder agreements, which he 
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said are an integral part of es-. 
tate planning. He took up the rel- 
ative tax advantages of a buy- 
and-sell agreement by, stockhold- 
ers as compared with a stock re- 
tirement agreement ‘whereunder 
the corporation repurchases the 
stock of the decedent, in both 
cases assuming that life insurance 
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is used to provide the necessary 
funds. 

“The corporation cannot claim 
an income tax -deduction for the 
amount of premiums paid by it 
with respect to the: insurance,” he 
said. “On the other hand. now that 
salary stabilization no longer ex- 
ists, .the corporation could in- 
crease the salaries of the officers 
sufficiently to cover the insurance 
premiums and obtain a deduction, 
as for other compensation paid, 
for such increased amounts. When 
the individual officer receives the 
increased salary it is, of course, 
subject to income taxes in his 
hands. Thus if a salary is in- 
creased $3,000. to taxe care of 
premiums in that amount and if 
the recipient is in the 50% in- 
come tax bracket the insurance 
premiums will actually cost him 
$4,500. 


Suggests Preferable Plan 

“On the other ‘hand, since it 
seems evident that~ corporations 
will soon enjoy substantial tax re- 
ductions, whereas the individual 
tax rate must of necessity remain 
high, the indiyidual is relatively 
far better off entering into a 
stock rétirement agreement 
whereby the corporation pays the 
premiums even though the corpor- 
ation .derives no tax advantage. 
This will become increasingly true 
as the excess profits taxes disap- 
pear and the surtax rates de- 
crease.” 

Mr. McLucas discussed the sig- 
rificent question..of powers of ap- 
pointment. In.some cases where 
the will provides that income 
from the trust. property shall be 
‘paid to the wife during her life- 
time, the wife and a trust com- 
pany are appointed co-trustees, 
and frequently in these cases the 
will stipulates that these trustees 
in their discretion may pay prin- 
cipal to the wife without limita- 
tion, or on the condition that the 
income be insufficient to provide 
for her comfort, maintenance and 
support. 

Mr. McLucas said this discre- 
tion in which the wife may partic- 
ipate is considered by many to be 
a taxable power of appointment,. 
which upon death of the wife sub- 
Sequent to that of her husband 
may cause the trust estate or 
some part thereof to be taxed 
again. He said to avoid this possi- 
bility many such wills are being 
rewritten to lodge the discretion 
to pay principal in the trust com- 
pany alone, with the wife continu- 
ing as co-trustee to act in all 
other matters with the trust com- 
pany. This brings about much im- 
provement. 


Arrangement Is Practical 

Mr. McLucas said he thought 
the government would be hard 
pressed to suggest a second tax 
on the death of the wife by rea- 
son of the existence of this power 
in the trust company, yet this ar- 
rangement does not seem to af- 
fect the practical operation of a 
trust following the husband’s 
death, for in practice the wife if 
in need of funds requests the trust: 
company to make payment to her 
and the company must satisfy it-. 
self as to the propriety and 
amount before making any such 
payment. 

Further to remove possibility of 
a second tax by reason of such a 
power, some wills place a limit of 
a certain amount such as $5,000 
or $10,000 that may be paid to his 
widow in any one year by the 
trust company. In the last 15 or 
20 years, he said, many trust in- 
struments have been drawn giv- 
ing to the beneficiary the right to 
direct disposition of the trust 
property by his or her will and 


(CONTINUED ON PAGE. 29) 
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Add More Sales 


with Multiple Lines 


Salés, sales, and more sales. As surely as one plus one 
equal two, complete lines of Life plus Group plus 
Commercial Accident and Health equal more sales. The 
Multiple Lines underwriter is the man with a plan for 
every need. The opportunity for greater production 
volume is apparent when you have these in your 
sales kit 7 y 7 ‘ 1 yo , 
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MANUFACTURERS 


COMPLETE BROKERAGE FACILITIES 


All Life, Endowment and Annuity Plans. 
Favorable Par. and Non-par. rates. 

Standard and Sub-standard risks. . 

Facilities for handling large cases. 

Civilian Foreign Travel Coverage. 

Annuities — Single Premiums up to $100,000. 
Prompt and Efficient Service. 


INSURANCE IN FORCE, 790 MILLION DOLLARS 
(Including Deferred Annuities) 
ASSETS, 264 MILLION DOLLARS 


INSURANCE COMPANY 


HEAD OFFICE: 
TORONTO, CANADA 
Established 1887 
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EDITORIAL 


COMMENT 





Education the Hard but Effective Way. 


One of the most successful in- 
surance presidents who is in the 
fore front of progress and is 
doing much tomodernize insurance 
and bring it more closely to the 
public did not get beyond the 
seventh grade in his formal 
schooling. However, he has ed- 
ucated himself in a rather re- 
markable way and wecan all earn 
lessons from the methods he 
followed. 


He realized that he would be 
handicapped because he did not 
have the privilege of at least a 
high school education. Aftermuch 
thinking, meditation and observa- 
tion he mapped out a line of 
procedure for himself, which he 
has religiously followed and 
which has been singularly suc- 
cessful. 


While hewas still comparatively 
young he concluded that the best 
course for him to pursue was to 
associate as far as possible 
with people who were educated 
and knew more than he did. Hence 
he discovered for himself those 
who had a well rounded vocabulary, 
who spoke grammatically, who 
pronounced words as they should 
be and whose observations were 
interesting. He sought the 
opinions of people of this class 
on various subjects. He even 
tried to imitate the woice and 
inflection of someone that he 


thought had the most appealing 
talent in this direction. 

He followed the same path in 
the organization with which he 
was associated. He found out for 
himself who were the people in 
it that knew the business that 
could be counted as authorities, 
who had been’ successful, who had 
a forward look. He quizzed them 
as often as he could without 
becoming a bore. He was always 
on the outlook for someone from 
whom he could get helpful in- 
formation. 

Thus he built up a knowledge 
of insurance which was a com- 
posite of the experience and 
views of successful men in the 
industry. He reached beyond the 
confines of his own organization 
and as far as possible sought 
those of other companies whom he 
found had achieved success and 
were very progressive. 

The result is that today he is 
a man well educated not alone in 
his own business but in general 
affairs. He is constantly today 
on the outlook for people who 
know more than hedoes on certain 
subjects and endeavors to get in 
touch with them. 

This experience can be well 
applied by all of us whether we 
have had more formal education 
than he had or not. It is always 
a tremendous benefit to absorb 
something from those who know 
more thar we do. 


Need of Youth in Organizations. 


Many companies and other busi- 
ness organizations are paying 
far more attention to their line- 
up and official personnel than 
ever before. The war situation 
has brought out both weaknesses 
and strength. Directors or those 
that choose the men higher up 
are convinced that there should 
be an injection of new and young 
blood in the stream every year. 
Tounger men should be developed 
and trained ready to take their 
positions on the ladder. 

It is sometimes found that old 
men grow old together not reali- 
zing what it meant. 

Organizations ruled by men in 
the late afternoon of life begin 
to show the consequences. They 
lack vitality, vivacity, bouyancy 
and the will to experiment, if 
they desire toadvance, The older 
men are often self-satisfied. 
They want to leave well enough 
alone, They do things in the same 
old way. There is nothing so 
rejuvenating as capable younger 


men in higher places. They ‘are 
needed to give zest, ambition 
and enthusiasm to those up and 
down the line. 

The building and development 
of an organization are prime 
objectives to be kept in view 
always. An organization can de- 
cay and lose its momentum often 
before those onthe inside really 
notice it. There should be younger 
men coming upall the time. There 
should not only be first string 
young men but second string so 
that wacancies can easily be 
filled. 





BIG GROUP ANNUITY INCREASE 
More than 1# million are now 
covered by group annuities, a 75% 
increase since 1949, the Insti- 
tute of Life Insurance reports. 
All annuities have gained sharp- 
ly, the total in force now rep- 
resenting about $850 million in 
annual income on 2.6 million con- 
tracts, again of 45% since 1940. 









































“PAINTS, BRUSHES, 20 FOOT EXTENSION LADDER, 


AND 
WHIE 


OH YES -~~-~--DO YOU KNOW OF AN AGENCY 
H ISSUES A LIBERAL ACCIDENT POLicy.” 








PERSONAL SIDE OF THE BUSINESS 





Lloyd Ramsey, State Mutual 
Life, secretary of the Memphis 
Quarter Million Club and a director 
of the Memphis Association of Life 
Underwriters, sold $1,250,000 in life 
insurance for the first nine months 
of 1945, thus insuring membership 
in the Million Dollar Round Table. 
He specializes in life insurance for 
corporations, partnerships and tax 
purposes. 


Roy H. Sheldon of the Los An- 
geles office of Equitable Life 
of Iowa, is its first agent to 
attain life membership in the 
Million Dollar Round Table. So 


Mrs. William J. Williams, widow 
of the co-founder and former pres- 
ident of Western & Southern Life, 
died in Los Angeles, where she has 
resided the past six: years because 
of her health: She. maintained a res- 
idence in Cincinnati and. took an 
active part in civic and philanthro- 
pic enterprises there. She was over 
80 years of age. 


John W. Keary, 74, an agent 
Of Prudential in Denver for 81 
years, who retired in 1985, died 
there. 








far he is the company leader for 
production in 1945. He was ap- 
pointed general agent in Los An- 
geles in 1919, but chose to re- 
turn to personal production in 
1934. 


Pfc. Charles W. Griffiths, 
former president of the Columbus 
Life Underwriters Association, 
was killed in an automobile ac- 
cident near Marseilles, France. 
He was with John Hancock in 
Columbus and was the first 
president of the Columbus C.L.U. 


Mrs. Bernadette Allin of the 
home office agency of Union Mut- 
ual Life has been elected treas- 
urer of the Portland Chapter of 
Zonta International. 


COMPANIES 





‘Boyle With Industrial Life 


Stanley W. Boyle has been ap- 
pointed assistant actuary of Indus- 
trial Life. He belongs to the Actu- 
arial Society and the American In- 
stitute of Actuaries. Formerly he 
was with National Life of Canada 
and Clark Ruse Aircraft. 


LUTHERAN MUTUAL SHIFT 


Luthern Mutual Life of Waver- 
ly, Ia, has leased a suit of 
offices in the Liberty building 
in Des’ Moines and will transfer 
its investment department to that 
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The following is‘a letter written by the 
widow of a Bankers Life policyholder 
who left the proceeds of a $10,000 policy 
with the company to be paid to her in 
monthly installments: 


* 


“Dear Friends of the Bankers 
Life Company: Surely you have 
proved the truth of the adage 
‘A friend in need is a friend in- 
deed,’ for the Bankers Life has 
provided our only income since 
the death of my husband 15 
years ago. During these 15 
years never once has your check 
failed to reach me promptly 
each month. 


“You have kept us in com- 
fort and educated my son to be 
a Minister (soon to leave with 
his family as a missionary to 
Africa) and my two daughters 
as Registered Nurses—one a 
First Lieutenant in the Army 
(returning home today after 18 
months overseas) and the other 
a Lieutenant (j.g.) in the Navy. 


“We, as a Christian family, 
trust God for our material 
needs as well as our spiritual, 
and since God has said ‘If any 
provide not for his own, and 
specially for those of his own 
house, he hath denied the faith 
and is worse than an infidel’ 
(I Timothy 5:8) we feel He 
guided my husband in selecting 
your Company as our guardian, 
that we might have the best 
care. 


“Having moved during the 
years we have come to know 
several of your representatives 
and the unfailing courtesy of 
each one has made us feel they 
were. more interested in our 
welfare than all other policy- 
holders in the Bankers Life 
Family. 


“Will you accept our sincere 
thanks and extend our thanks 
also to the faithful staff mem- 
bers who have served us?” 


ae 
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city, Nov. 1. E.R. Hegg, superin- 
tendeht of agents, and members 
of the investment department 
will move to Des Moines. George 
Schnug, recently named assist- 
ant superintendent of agents, 
will remain in Waverly, 

No immediate change in the main 
office is planned. 


COMMONWEALTH STOCK SALE 


LOUISVILLE-Citizens Fidelity 
Bank & Trust Co., Louisville, 
accepted $22.55 a share for 1,080 
shares of Commonwealth Life of- 
fered on a competitive bidding 
basis. 

A syndicate composed of Alm- 
stedt Bros., Bankers Bond Co., 
and Smart & Wagner were the suc- 
cessful bidders and in turn re- 
offered it to investors at $23. 

Commonwealth has outstanding 
150,000 shares of $10 par value, 
which has a book value of $25. 
The dividend rate has been 15 
cents a share quarterly. 


NATIONAL LIFE'S GAINS 

New paid production of Natioa- 
al Life ofVermoat for September 
was $5,119,488, an increase of 
18.89% over the same month a year 
ago. The nine months increase 
was 26.97%. 

The gain ia insurance in force 
in September was $3, 853,968, mak- 
ing the gain for the year so far 
$40, 769, 547. 


UNION MUTUAL HIGH MARK 

Union Mutual Life's paid busi- 
ness in September was 112% bigh- 
er than September, 1944, the big- 
gest monthly gain in its histo- 
ry. The 84.74% gain for the nine 
months also marks a new high. 





Herald-Tribune Survey 
Treats Insurance Aspects 

The New York “Herald-Trib- 
une” has published a new edition 
of its so-called Continuous Home 
Study in which are contained sta- 
tistics as to the insurance purchas- 
es of its readers. This survey is 
published biennially 

According to the survey 72.5% 
of the reader families of the Her- 
ald-Tribune own life insurance, the 
average coverage per family being 
$11,760 and the average annual 


premium outlay being $304.76 An- 


nuities were owned by 18.2% of the 
families, the average coverage sta- 
ted as being $8,765 and the annual 
premium being $292.45. Health and 
accident coverage was carried by 
2.5% of the families, the average 
coverage being $6,664 and the av- 
erage premium $43.61 

lire insurance is carried by 
60 6%, the average being $7,296, the 
average premium $25.74 Automo- 
bile insurance is carried by 36.1%, 
the average coverage being $22,889 
and the average premium 28.11 
What is meant by “coverage” in 
connection with the automobile in- 
surance is not explained. Presum- 
ably it may be the sum of the limits 
of liability under bodily injury and 
property damage plus the amount 
of the physical damage insurance 


Multi-Millionaire Club 


Beneficial Life has completed 
organization of a Multi-Millionaire 
Club to recognize the agent who 
keeps his insurance in force. An 
agent. is eligible when he has $2 
million of life insurance in force. 

The group consists of 14 men 
and together they represent 281 
years with the company. 

David Peterson, Frank Mosley, 


‘and S. R. Sorenson are officers. 








WSM 


has a 


BIRTHDAY 


In October, our radio 
station, WSM celebrates 
its 20th birthday. 


For these twenty years, 
WSM has been making 
friends for Shield Men 
from coast to coast with 
the result that the Shield 
Man rarely ever calls 
on a “stranger.” 


WSGM, like the National 
Life, aims to give the 
best possible service al- 
ways to those it serves. 
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The Tomorrow We Spoke of 
Yesterday Is Here Today... 


* i 


Our post-war plans for returning representatives, an- 
nounced earlier this year, are now in full operation. 
A number of Great Southerners have already resumed 
their former position with the Company and are today 
back in full swing with greater enthusiasm than when 
they left. 


Many of these representatives, as well as a majority 
of their prospects, have a keener appreciation for the 
need of life insurance as a result of their war experi- 
ence. Consequently they approach the problem with 
deeper understanding of its value . . . a greater reali- 
zation of its need as the economic status of the in- 
dividual moves up to higher levels and the need for 
family security becomes more urgent. 


In this expanded market, Great Southerners with com- 
plete Home Office support and cooperation as. well 
as a comprehensive portfolio of policy contracts, are 
prapared to adequately meet the requirements of 
their prospects. 
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GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


HOME OFFICE 


HOUSTON, TEXAS 




















Progress! 


The great blue grass state of Kentucky has been added to our growing new 
business program! Agency inquiries are invited. 


* THE FAMILY SECURITY RIDER * 
AND SURGICAL OPERATION BENEFITS 


are among the uncommon extra services which are available with most Mutual Savings 
Life policies. 


Attractive Agency openings also in lowa, Nebraska, Missouri, Arkansas and Mississippi. 
For further information write to: 
J. DeWitt Mills, Supt. of Agents 


MUTUAL SAVINGS 


”. = od 
BAER lath) FIRST WHOLLY MUTUAL LEGAL RESERVE COMPA 






812 Olive Street St. Louis 1,-Missouri 


Allen May, President 


AGENCY CHANGES 





Kenneth L. Black on Job 
In Cleveland 





Kenneth L. Black,“wno nas veeu 
an outstanding producer of Fidel- 
ity Mutual Life for five years, 
has now assumed his new position 
of manager there. 


Lentz Named Des Moines 
Manager of Metropolitan 


John D. Lentz, formerly man- 
ager for Metropolitan Life at 
Belleville, Ill., has been placed in 
charge of the district office at 
Des Moines. He succeeds Everett 
C. Summers, who is on total and 
permanent disability. 

Mr. Lentz was with Illinois Cen- 
tral R. R. before joining Metro- 
politan at Cairo, Ill., in 1930. Four 
years later he was promoted to 
assistant manager there and later 
served in that capacity at Gran- 
ite City, until his promotion to 
manager at Waukegan, IIl., in 
1939. 

Claude F. Keefe, formerly act- 
ing manager at Cairo, has been 
placed in charge at Belleville. 

Mr. Keefe was a railroad brake- 
man prior to joining Metropolitan 
in 1921. He subsequently passed 
through the position of assistant 
manager, field training instructor, 
and field training supervisor be- 
fore He was_ appointed acting 
manager at Cairo in 1942. 


Treharne Appointed 


Capitol Life of Denver has ap- 
pointed Spencer Treharne agency 
manager at El Paso. Mr. Treharne 
entered life insurance in 1939 with 
National Life of Vermont. 

He held a reserve commission in 
the army air corps and was called 
to active service as a pilot in 1940. 
Lt. Treharne was at Hickam Field, 
adjoining Pearl Harbor, on. the 
morning of Dec. 7, 1941. Only two 
bomber planes took off that morn- 
ing in pursuit of the Japs, and ‘he 
was in the lead plane as co-pilot 
for General Saunders. Later he was 
promoted to captain. He evacuated 
wounded from Guadalcanal, Saipan 
and Kwajalein. 


Mr. Treharne has opened offices 
jat 367 First National building. 


TO BE TWO DISTRICTS 


With retirement Dec. 1 of Owen 
D. Murphy as district manager of 
John Hancock Mutual's Boston 2 
office that district will be 
divided into two districts, 














Chelsea and East Boston. Samuel 
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You Can Plan Today For 
Your Production and 
Home of Tomorrow 
through a 
RENEWAL 
COMMISSION 
LOAN 


@ PRODUCTION 

© WORKING CAPITAL 

® CUSTOMERS’ NOTES 
AND ACCOUNTS 

© POSTWAR 
OPPORTUNITIES 

@ EXPANSION 

© HOMES, ETC. 


OUR BUSINESS is loaning you 
money in substantial amounts 
... the one source in the U.S. 
that specializes and really under- 
stands your needs. 

A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 

A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 

















The Boston Mutual Life Insurance Co. 
Fifty-fourth Year of Service to 
the People of New England. 
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Lederman, now assistant manager 
at Boston 2, will manage at 
Chelsea and John P, Hennessey, 
district supervisor at Boston 2, 
at Bast Boston, 


casieeerenitremeemnneaett 


REPUBLIC NATIONAL CHANGES 
Republic National Life has 
appointed Paul & Little as 
general agent at Beaumont, Tex. 
D. BE. Singleton has been named 
general arent at Lufkin, Tex. 





CAIN TO AUSTIN 

Allen M. Cain has been appointed 
manager at Austin, Tex., of Cai- 
ifornia-Western States Life. 
He is a graduate of University 
of Texas and was inthe insurance 
business in Texas prior to serv- 
ing in the navy as ensign, 


RETURNS TO L. A. POST 

Rudolph Reinhard, who has been 
in service has resumed his posi- 
tion as assistant manager of 
Northwestern National -in Los 
Angeles, 


W.L.Cotton has been made dist- 
rict manager of National Life & 
Accident at Albany, Ga., succeed- 
ing D. H. Dellinger, transferred 
to Thomaston, 








MANAGERS 





Indianapolis Cashiers Install 


Officers of the Indianapolis As- 
sociation of Life Agency Cashiers 
were installed at a dinner meeting 
there. Edward A. Krueger, man- 
ager ‘field service division, State 
Life of Indiana, spoke on “Service 
as the Customer Likes It.” New 
officers are Wiliam F. McNairy. 
State Lifc, president: Mrs. Carol 
B. Young, Connecticut General, 
vice-president; Miss Ethel] Forsee, 
Pacific Mutual, secretary; H. Mil- 
burn Easley, New England Mutual, 
treasurer. 


WILLIAMS IS OKLA. SPEAKER 


At the opening meeting of the 
Oklahoma General Agents & Mana- 
gers Club, Ben Williams, super- 
intendent of agencies of Mutual 
Life, spoke on "Agency Build- 
ing," the general topic for the 
season. F 

The manager's job, he said, is 
to build a field force of well 
trained, well paid, full-time 
men, who realize the respansibi- 
lity they assume in entering 
life insurance, He stressed the 
need of good sales training and 
attentive supervision. "You 
can't tell them—you have got to 
show them," he said. 

As a new method of increasing 
membership, the club is listing 
the general agents and managers 
licensed in the state and con- 
tacting each one. 


Nebraska Managers Meet 
The Nebraska Life Agency Man- 
agers Association met at Omaha in 
the first of four quarterly meetings. 
Attendance was good and -interest 


high. 

Carl W. Ledgerwood, New York 
Life, Omaha, was program chair- 
man. -A. B. Olson, Guarantee Mu- 
tual Life, spoke briefly. 


RUST TALKS IN COLUMBUS 
Hilbert Rust of R& R. Service 

will address a meeting of the 

General Agents Association of 


Columbus Friday noon on the 
Opportunities for returning 
service men in the life insurance 
business. 


iletenemeendibemmamen! 


HEAR ARMY DOCTOR 

At the October meeting of the 
Utah Life Managers in Salt Lake 
City, Lt. J.B. Dorius, army med- 
ical corps, toid of the use and 
development of new drugs on the 
battlefield and in army hospitals. 





HEAR SPEICHER IN DETROIT 
Paul Speicher, R. &R. Service, 
addressed the Associated Life 
General Agents & Managers of De- 
troit on "Step Lively, Please." 


SEATTLE MANAGERS MEET 


Mayor Devin spoke on Seattle's 
reconversion problems atthe Oct. 
15 luncheon meeting of the Seat- 
tle Life Managers Association. 

Payne Karr of Karr, Karr & 
Tuttle, attorneys, spoke on 
"Community Property Taxation" on 
Oct. 22 
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C. LU. 





Life Insurance Praised For 


_ Meeting Estate Cash Needs 


Provisions for adequate cash to 
pay the heavy tax burdens is to- 
day one of: the biggest problems 
in the administration of many es- 
tates, John M. Zuber, vice-presi- 
dent and trust officer of the Am- 
erican National Bank, Indianap- 
olis, told the Indianapolis C.LU. 
chapter. ; 

Arthur R. Madison, Acacia Mu- 
tual Life, presided and Edward 
A. Krueger, State Life of Indiana, 
was program chairman. 

Lewis I. Petzold, president of 
the Indiana Association .of Life 
Underwriters, and Homer B. Han- 
sel, both with John Hancock 
Mutual Life at Evansville, Ind., 
were inducted into the Indiana- 
polis chapter. 

“In recent years the tax burden 
falling upon estates has progres- 
sively increased,” Mr. Zuber said. 
“Adequate cash to pay these taxes 
and for other administration ex- 
penses is necessary. Both trust 
officers -and attorneys realize the 


a 


insurance for 
purposes in 


necessity of life 
estate protection 
many cases. 

“Life insurance unquestionably 
is the finest medium for supplying 
the cash needs in many states. It 
has the unique characteristic of 
supplying a definite amount of 
cash at the very time when the 
estate is in need of liquid funds. 

“Probably the most feasible 
method of using life insurance for 
tax and other liquidity purposes 
is to place it under a life insur- 
.ance trust, whch in many réspects 


is nothing more than a will for 


life insurance proceeds. 

“Such a trust agreement should 
indlude a provision authorizing 
the trustee to use the cash pro- 
ceeds in the trust to purchase as- 
sets from the decedent’s estate. 
In that way, the cash is available 
in. the estate and the assets pur- 
chased are retained for the bene- 
fit of the familv.” 


BANKER C. L. U. SPEAKER 
Ray Jacobs, vice-president of 
the Detroit Bank, told the De- 
troit C. L. U. chapter that banks 
do not like to loan money to sole 
proprietorships or other concerns 
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Safely to bed to dream of tomorrow's big 
adventures. Perhaps there is a birthday party 
to go to... or a picnic with daddy. What a 
wonderful thing “tomorrow’’ is for her! 


secure, daddy took out the new Lincoln 


The Lincoln National 


Fort Wayne 1 

















“Now I lay me down to sleep” 


National Family Maintenance policy. 


The new LNL Family Maintenance policy 

is highly flexible. The income period may be 

- for 10, 15, or 20 years. The family maintenance 
To keep all of her “tomorrows: safe and period may be for 10, 15, or 20 years. The 
plan is available with or without a clean-up fund. 


Because of Its Flexibility, LNL Men Have Found This Contract 
To Have an Enormous Appeal To Persons In All Walks, of Life. 


Life Insurance Company 
Indiana 


More Than One end One Helf Billion of Life Inewence in Fores 
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TODAY’S POLICIES 
AT YESTERDAY’S RATES 





| IT OR NOT, 
many persons are still buying life insurance 
from us at the old 3%% reserve rates effective 
10 years ago. They get Ordinary Life, for in- 
stance, at $20.82 per thousand at age 35 


How do they get ti:is break? 


Because a standard provision in Occidental's 
Convertible Term policies guarantees the Ordi- 
nary Life rates that will be given the policy- 
holder in his converted policy - the rates in 
effect at the date of original issue. 


Policyholders who bought Term insurance 
years ago are thus buying new permanent 
policies from us—at original rates. And those 
who buy Occidental Term insurance today re- 
ceive a contract guarantee that they may later 
convert to Ordinary Life at rates now in effect. 
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President 


BUSINESS MEN'S ASSURANCE. COMPANY 


Centrally Located Serving the KANSAS CITY, MISSOURI 


Nation from Coast to Coast 


in which one man is the key to 
the success of the business unless 
the key man is covered by insur- 
ance, except where there are able 
junior executives who cotld step 
into his shoes successfully. 

He said it is not customary for 
corporations to include the cash 
value of insurance as assets in 
their statements. Members sug- 
gested, however, that such values 
are prime assetsand certainly 
should be included 


Nashville C.L.U. Elects 


Martin Nunnelly, general agent 
of Massachusetts Mutual, was re- 
elected president’ of the Nashville 
C.L.U. chapter. John P. Williams, 
of the Amertcan College, spoke. 











SALES MEETS 





Mutual Benefit Leaders 
Hold 2-Day Session 


The National Associates, organ- 
zation of the top 25 producers of 
Mutual Benefit Life, held a 2-day 
meeting at Hershey, Pa. 

The business insurance and es- 
tate planning session was led by 
Marc A. Law, Chicago Parsons 
agency, J. Howard Hanway, New 
York Youngman agency, Charles 
J. King, Kansas City, and Max M 
Matusoff, Cleveland. Following an 
afternoon of golf and sports there 
was a banquet meeting in the eve- 
ning. 

Next day Raleigh R. Stotz, gen- 
eral agent at Grand Rapids, dis- 
cussed Mutual Benefit’s new con- 
tract form from the salesman’s 
point of view and Mr. Watson led 
a discussion on profit-sharing and 
bonus trusts. Irvin  Bendiner, 
Philadelphia, closed the meeting. 

Vice president John S. Thomp- 
son, H. G. Kenagy, superintendent 
of agencies; J. J. Magovern, Jr., 
associate counsel. and Mildred F. 
Stone, agency field secretary, at- 
tended from the home office. 


JOINT AGENCY OUTING 

A joint outing of the Massa- 
chsetts Mutual agencies of Ar 
thur D. Lynn, Kansas City; Ralph 
D. Howenstein, St. Louis; J. Haw- 
ley Wilson, Oklahoma City, and 
James M. Sullivan, Wichita, was 
held at Bagnall Dam, Mo., with 
nearly 50 winners of production 
contests and their ladies as 
guests. 

Home office men in attendance 
included Lambert Hupeler and Wray- 
burn Benton, assistant directors 
of agencies, and Robert Ardison, 
agency assistant. The theme was 
"Pension Trusts." 





Midwest Life Sales Parley 


Problems’ regarding  service- 
men’s life insurance were discus- 
sed at Midwest Life’s sales con. 
vention at the home office in Lin- 


coln, Neb. Thirty agents from 
Iowa, Kansas, Colorado and Neb. 
raska attended. Speakers included 
W. W. Putney, president; C. W. 
James, secretary; Ivan DeVoe, 


field superintendent; E. C. Dopps, 


general agent, Mason Citv, Ia.; 
Glenn Etrige, assistant genera 
agent, Omaha, and John H. Web- 
er, general agent, Denver. 

Vv. L. Thompson, vice-president, 
presided at the banquet. 





Indianapolis Life Parley 
Held In Chicago 


Indianapolis Life representatives 
from Illinois held a one-day session 
at Chicago. 

Prize winners for a five-weeks 
sales campaign were R. E. Shep- 
pard, Chicago, Sam Kiefer, Grid- 
ley, and Stanley M. Krawczyk, 
South Chicago. 

A. H. Kahler, second vice-pres- 
ident and superintendent of agents, 
presided at a business session. Ir- 
ving Palmer, assistant agency man- 
ager, Doyle Zaring, agency secre- 
tary, and Ivan’Snyder, home office 
field supervisor, were on the pro- 
gram. 

Edward B. Raub, president, gave 
th® closing address at a dinner 
meeting. He pointed out that 1945, 
the 40th anniversary year, would 
go down in history as the greatest 
year in gain of insurance in force 
and in assets. ; 

Mr. Kahler stated that new bus- 
iness had increased since V-J Day. 





Minn. Mutual Agency 
Heads Confer 


Post-war sales problems were 
considered at a two-day confer- 
ence in St. Paul of 65 general 
agents of Minnesota Mutual Life. 
Methods of encouraging return- 
ing service men to take up insur- 
ance selling were discussed 





LAFFER AGENCY PARLEY 

The H.W. Laffer agency of North- 
western Mutual helda two-day ag- 
ency meeting in Wichita, with rep- 
resentatives from many central 
Kansas cities in attendance. 
"Pacemaker awards" went to Dick 
Osborne, Syracuse; A. P. Reece, 
Pratt; CC. Hardy and I. GQ Ren- 
frew, Hutchinson, and Ray Reed, 
Wichita. 


ST earereentece 


WILLIAMS OKLA. GUEST 


Ben Williams, superintendent 
of agencies of Mutual Life, was 
a guest at the annual fishing 
oo given by Edward E. Waller, 
klahoma manager, for agents who 
qualify in a production contest. 


EMBRY AGENCY RALLY 

The A.M. Embry agency of Equi- 
table Seciety held-its fall con- 
ference in Kansas City with Kan- 
Sas and western Missouri agents 


a 
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Home Office 
St. Louis, Mo. 


Mortgage Cancellation — Bank Loan Plans 


Write Agency Department 
For Complete Details 


MISSOURI INSURANCE COMPANY 


“An Old Line Legal Reserve Life Insurance Company With 
$16,000,000 Insurance in Force” 
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NEWS OF LIFE ASSOCIATIONS 





Cleveland: Charles E. Spencer, To- 
ledo, and Burt Wulfekoetter, Cin- 
cinnati. The NALU will meet in 
Cleveland in September. 


inois Round Table to 
Hear Authorities 


Arthur F. Priebe, Penn Mutual, 
Rockford, Ill., an outstanding pro- 
ducer, will speak on personal in- 
surance and George L. Grimm, 
New England Mutual, Chicago, on i 
“Business Insurance” at the meet- ers Association and the West Vir- 
ing of the Illinois Round Table in ginia Veterans Administration 
Peoria Nov. 16. A question and have cooperated in preparing a 
answer period also is planned. radio skit giving pertinent infor- 

w. K. Pierce, vice-president, is mation concerning National Ser- 
in charge of the program. The vice Life Insurance. This skit is 
round table will convene at lunch- being, broadcast on all of the 11 
eon, with a business meeting fol- radio stations in W. Virginia dur- 
jowing and then the speaking pro- ing the latter part of October. It 
gram. is an interview between T. H. Mc- 

Govran, manager of West Vir- 
ginia Veterans Administration, 
and LeRoy L. Osborn, president of 
Charleston Life Underwriters As- 
sociation, in which Mr. McGovran 
acts as interlocutor and Mr. Os- 
born answers the questions asked 
by Mr. McGovran. 


Confer At Charlottesville 


A two-day session of the Virgi- 
nia Association of Life Underwrit- 
ers was held at Charlottesville, 


with representatives from Mary- 

land, Virginia and the District of 

Columbia in attendance. 
OPE N eas C. C. Nelson, Petersburg, presi- 


dent of the Virginia association, 
presided, and speakers included 

GENERAL 

AGENCIES 


NSLI Series In W. Va. 
The Charleston Life Underwrit- 


Ohio ’46 Meeting In Cleveland 


The Ohio Association of Life 
Underwriters will hold its 1946 con- 
vention m Cleveland late im April 
or early May. Henry S. Stout of 
Dayton, president of the associa- 
tion, has announced a _ committee 
composed of George Vinsolhaler, 
Cincinnati, chairman; Fred H. 
Ruhl, Dayton; Clarence Pejeau, 





E. D. Cofhoun, Roanoke, national 
trustee; Herbert R. Hill, Richmond, 
program chairman, and Ben Simon, 
Norfolk, chairman of the veterans’ 
committee of the association. 





Hold N.C.-S.C. Conference 


,. CHARLOTTE, N. C.—Officials 
“na of local associations in North and 


South Carolina held a_ two-day 
ILLINOIS 


training conference here. Joe S. 
Babb of Durham, president North 
ROCKFORD 
PEORIA 


Carolina association, presided. 

Speakers included James E. Ruth- 

erford, N. C. L. U. executive vice- 

president; Wilfrid E. Jones, execu- 

a secratary; E. Dudley Colhoun, 

oanoke, Va., national trustee, and 

DECATUR W. H. Andrews, Greensboro, past 
national president. 

Bennett Davenport, Columbia, 

president South Carolina Life asso- 
ciation, attended. 


RODERICK PIRNIE. TO SPEAK 

Roderick Piraie, Massachusetts 
Mutual Life, Providence, will ad- 
dress the Northern New Jersey as- 
sociation in Newark Nov. 15 

The association will holda se- 
ries of 8-hour courses on N.S. L. 
I., the benefits for war veterans 
and G.I. bill of rights. 


CONNELL PRESENTS AWARDS 
Clancy D. Connell, N.A. Le Ves 
president, presented the nation- 
al quality award to 11 members 
Write of the Grand Rapids: association. 


Harrys S. MeConachie 





Vice President 


HOLD OKLA. CONGRESS JAN. 11 


The annual sales congress of 
the Oklahoma City Association of 
Life Underwriters will be held 
Jan. 11. Gerald Hollman, Ameri- 
can National, Norman, who wrote 
$1 million in life insurance his 
first year in the business, told 
the association how he did it. 


Insurance & 3 Company 
rr. 
ve Cli aes 
houspe Sad Nd 


“Des Mores lowa 


HEAR DAWSON AND MARSH 


WASHINGTON-At a luncheon meet- 
ing of the District of Columbia 
Life Underwriters Association, 
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STATEMENT OF FACT OF INTEREST TO 
EVERY LIFE INSURANCE SALESMAN 


HAVING a good thing to sell is over half the battle; this 
is an axiom understood and appreciated by every salesman. 
Last year, Modern Woodmen Agents sold 30.8 more new 
business than in the preceding year—the increase in the in- 
dustry, as a whole, was only 3.4 for the same period. 


increase of r 


new business | ALL COMPANIES 


life insurance 
MODERN WOODMEN OF AMERICA 


1944 over 1943 
Why? Just this: Our men had a good thing to sell. Our 
Agents made money last year, are pa it this year and will 
continue to do so . . . because of a liberal compensation plan, 
aggressive field work and sympathetic Home Office co-operation. 
YOUR inquiry into the possibilities of a connection as a per- 
sonally producing District Manager, in charge of other men, is 
cordially invited. Generous financing plan offered. Write, 
without obligation, BE 





FIELD DEPARTMENT 
MODERN WOODMEN OF AMERICA 


1502 Third Avenue, Rock Island, Illinois 








Insurance in Jorce - Over One-Half Billion Dollars 




































“The new booklet, YOUR 
LIFE INSURANCE, is just 
what we who are now far from 
home want and need. Please send 
me 25 copies so that I can pass 
them on to others‘over here.” 


And 50, in substance, 
have read numerous letters from our men in the armed serv- 
ices, following their reading of the Company's 32 page book- 
let on National Service life insurance. 

Information and advice, if sufficient and impartial, is al- 
ways appreciated. That is why the life underwriter under 
arms, his buddies, and his loved ones at home, all regard 
Your Life Insurance so highly. It is concerned only with the 
serviceman’s life insurance problems It outlines clearly the 
unique benefits of National Service life insurance. It urges 
the serviceman, without exception, to retain and convért to 
a permanent plan his government policy, and it tells him ex- 
actly how to get that job done with a minimum of effort. 


EQUITABLE LIFE OF IOWA 


Gounded 1967 


Home Office Des Moines 
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these five had no pre- 
vious life insurance 


experience. 


Proper Training with Sales Aids 
and Home Office cooperation as- 
sures success. 


Over Quarter Million Insurance in Force. 





tHE OHIO NATIONAL 


LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 








An Invitation 


An association with this, the oldest life insurance company 
domiciled in the South writing Ordinary Insurance exclusively 
will offer: 


1. A permanent future in a business which will enjoy 
rapid post war growth; 


2. Little, if any, limit on earning power under an agent’s 
compensation plan, providing liberal base salary and 
incentive commissions; 


3. An opportunity to develop your own initiative and to 
“get some place in the shortest period of time”. 


We invite inquiries from those interested, especially returning service men 
who are now, or soon will be, planning peace time business careers. 


ATLANTIC LIFE 


INSURANCE COMPANY 


Richmond, Virginia 
Organized 1899 






Convoying Financial 
Plans Since the 
Turn of the Century 


<= eas 














C. Preston Dawson,.New York 


A three-hour seminar on 
National Service Life Insurance 
was staged by the Seattle Life 
Underwriters Association. Speak- 
ers included Stephen Chadwick, 
Seattle attorney and American 
Legion leaders; Lloyd Harrison, 
manager Phoenix Mutual; W. NX, 
Boyd, Aetna Life; George L Buck 
and Capt. Paul S. Friedlander, 
insurance officer at Fort Lawton. 


B. N. Woodson, executive vice- 
presiderit of Commonwealth Life, 
spoke before the Davenport Gen- 
eral Agents & Managers at a din- 
ner meeting on “The Curse of the 
Job”: and appeared the next noon 
before Davenport Life Underwrit- 
ers’ Association on, “Profitable 
Persuasion.” 


PRORIA--E. A. Hasek of North- 
Western Mutual Life in Kansas 
City addressed a luncheon meet- 
ing Oct.17, presenting two sales 
Presentations which have produced 
the greater amount of his person- 
al business in the last year. C. 
R Garrett, Northwestera Mutual, 
was chairman. 





SOUTH BEND--Conviction and en- 
thusiasm are important factors 
for personal success, B.N. Wood- 
son, vice-president of Common- 
wealth Life, declared in a talk. 
Also important are belief in one- 
self, a capacity for self-disci- 
pline, and a belief that success 
must be paid for in full. Ernest 


Smoothly geared to 


business meetings 


Convenience is what counts in group 
meetings at The Waldorf...where con- 
ference rooms and guest rooms are spa- 
cious and quiet...and where subways 


connect with every point of the city. 


She 
WALDORF 
ASTORIA 


PARK AVENUE * 49TH TO SOTH 
NEW YORK 


A. Crane of Indianapolis, nation- 





ter employer-employe relations. 
Mr. Myler strongly advocated 


business life insurance for both 


large and small firms. ‘ 
Quality awards were presented 
to 18 members. 


Mrs. 0. M. Olsen, president of 
Jacksonville Bus Lines, address- 
ed a dinner meeting of the Jack- 
sonville Life Underwriters Asso-: 
ciation on "Boys Town." Clarence. 
Souza, newly elected president, 
was’ in the chair. 


Atlanta-Fred W. Floyd, execu- 


tive secretary of the American. 


Society of C.L.U., was. the 
speaker. 


BOSTON —. McKinley H. Warren 
has been elected national commit- 
teeman. 


Kansas City—Mrs. Marion S. Eberly, direc- 
tor of the women's division of the Institute of. 
Life Insurance, will speak on ‘Business Keck- 
ons with Women’s Point of View,” before tne 
women's group, Oct. 29. ; 


Toronto—M. W. Sparling, North American 
of Canada, is president; W. F. &. Arnold, Sun 
Life, first vice-president; G. W. Adams, London 
Life, second vice-preisdent; A. C. Mcintyre, 
Northern Life. of Canada, honorary secretary. 


Detroit—Mrs. Marian S. Eberly, director of 
the women’s division of the Institute of Life 
Insurance, addressed the women's group on 
“The Why of Our Interest in Woman's Point 
of View.” 

She pointed aut that (1) 89% of the benefits 
of life insurance are paid to women; (2) one- 
third of the life insurance policies being bought 
currently are bought by. women and (3) that 
women have a vital influence on public opinion. 

She also spoke at a meeting arranged by the 
officers and directors of the Detroit ‘‘Bene- 
ficiaries by the Millions—Do Women Under- 
stand the Protection That is Theirs?” 


Lincoln, Neb.—Carl R. Hendrickson, Bank- 
ers Life of Iowa, Holdrege, Neb., who produce 
$1 million of life insurance in one vear in a rural 
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Lip! Life, rete ony Pgh — peo at trustee, will speak at the Nov. be 

agent here of Lincoln National 15 meeting anda four-hourseminar a7 

Life, spoke on veterans affairs on servicing government life in- i 

and the life insurance outlook. surance for returning veternas, Ex 

More than 200 attended. H. sponsored by the state’ associa- - 

Cochran Fisher, association ‘tion, will follow. 

president, presented quality * 

awards to 12 members, ° To 

h a oe setcroase Value of Life Insurance ‘ 

- e ° Dz 

Of the outstanding ea RUTHERFORD IN RICHMOND te Baxinoss Reviewed D 

Life salesmen have been the , 

. greatest salesmen of social se- Joseph J. Myler, secretary- ho 

hi C curity in this country, James &. treasurer of Neisner Bros., Inc. Se 

ers O t Be ompany as Rutherford, N.A.L.U. executive Rochester department store, spoke “ 

vice-president, told the Rich- to the Rochester Life Underwrit- 

mond association. He proposed ers, Inc., on What Life Insur- W 

fi extension of social security to ance Does for a Business Organ- 

of Dec. 31st, 1944. Ive include all those gainfully em- ization." ie 

ployed and advocated increasing He discussed the need and ad- Ne 

minimum old agé benefits from vantages of group insurance and th 

© $10 a month to $20 for single a pension plan to both employer ~ 
h b n with us three persons and $30 for those with and employe. His company consid- 
ave ce dependents. He suggested that ers its plan advantageous, be- 
the present maximum of $85 be cause it (1) provides needed 

retained. protection for the employes; (2) re 

; assures security in the event of ti 

ears or less and four o a rig Re el ul 

y STAGE N.S.L. 1. SEMINAR (3) makes for greater loyalty to It 
the employer and provides bet- 
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area, told how he did it, stressing consistent 
work and in particular, service to the policy- 
holders. He produced $1,027,000 last year on 
267 sales. These resulted from 1,099 calls in 
275 days. ; 

An insurance man for 21 years, Mr. Hend- 
rickson led his company’s sales force last year.. 
Except in 1939, he has been the leader in Ne- 
braska for the company every year since 1937. 


Atlanta—Dan Parker, superintendent ot 
agencies of New York Life in the southeastern 
division, spoke in Atlanta on “Careers for 
Tomorrow.” The meeting honored John Ashley 

ones, who completed 5U years as a New York 
ife agent. Special guests included Rabbi 
David Marx and Charles j. O'Connell, neld 
secretary of New York Life. 


Cincinnati—The Cincinnati association will 
hold three clinics for members on National 
Service Life insurance and the G. I. bill of 
rights this fall. C. Porter rfochstadter, Pacific 
Mutual, has been appointed chajrinan of a new 
committee on veterans affairs by president ‘f. 
W. Strange, manager Ohio National. 


Wisconsin—President Harry W. Bruegger, 
Aetna Life, Oshkosh, has appointed Frank sic- 
Namara, Old Line Life, Waukesha, chairman of 
the veteran's affairs committee. rfe is visiting 
various local associations to explain the pro- 
posed program. ° 


Equitable Life of fowa will 
resume production club conven- 
tions next year, with the meet- 
ing scheduled for Quebec in July. 
It will be the first convention 
for the Equitable since 1941. 


POLICIES 


Shenandoah Eliminates 


War, Aviation Clause 


Shenandoah Life has discoat- 
inued use of war and aviation 
riders except in case of aviat- 
ion hazard. 

It has eliminated restrictions 
as to total and permanent disab- 
ility from injuries inflicted by 
another person, commission of ana 
assault or-felony, injuries 
while in a submarine, or taking 
poison or inhaling gas. It covers 
travel as a fare-paying passenger 
of a commercial aircraft on a 
scheduled airline in the U. S. 
and Canada. 

The same liberalization with 
respect to aviation applies as to 
double indemnity. Heretofore 
double indemnity benefits ceased 
at the end of the premium-paying 
Period. The new contracts pro- 
vide for cover to age 60 regard- 





YOUR OWN AGENCY, OR 
BOOST YOUR INCOME . . 


Heres How: 
LU. 

The Wisconsin National helps you to 
euccess and security. It offers a new 
and attractive life agency plan with 
a group of select and salable 
cles—diversified policies—Life, 

dent end Health. 


Or, you can boost your present ie- 
come. The Wisconsin National has 
the policies that wil] secure Increased 
Income for you through new business 
es well as renewals. Your commis- 
sions will be most liberal, supple 
mented by prompt claim service. 








teFer contract and territory In Wis- 
consin, Iinois, Minnesete, Michi- 


gen or Indiana, address Ageacy 
Manager. 
LIFE ® ACCIDENT 


® HEALTH * 


WISCONSIN NATIONAL 


LIFE INSURANCE COMPANY 
OSHKOSH, WISCONSIN 





— Build. 


less of premium paying period. 

Due to this change it has been 
necessary to make the following 
adjustments in premium rates for 
limited paymeat life and limited 
Payment endowments where the 
premium paying period does not 
extend to age 60: 10 payment 
life, $8; 15 pay, $2.50; 20 pay, 
$2; 80 pay, $1.65 Premium rates 
for all continuous payment life, 
term and endowments and limited 
payment policies where the pre- 
mium paying period extends to or 
beyond age 60 have been reduced 
to $1.50. 


Pay Out Mutual of | 
Canada War Reserve 
In Dividends 


Mutual Life of Canada announces 
the first extra dividend distribution of 
any Canadian life company since the 
termination of hostilities. It has ap- 
proved a distribution of surplus in 1946 
in accordance with the scale paid in 
1945 and, in addition, a special extra 
distribution of $1,500,000, the amount 
of the contingency reseve set aside dur- 
ing the war years to provide for possi- 
ble additional war mortality and which 
in view of the termination of the war, 
is no longer fequired. 

. H. Somerville, general manager, 
states that this extra distribution will 
be 40% of the regular surplus distribu- 
tion on policies in force five years or 
more at anniversary in 1946; 30% on 
four years; 20% on three years and 
10% on two years. 





‘Great Northwest Issues 
Family Unit Contract 


Great Northwest of Spokane has in- 
troduced a ‘‘family unit” policy which 
provides life insurance benefits for all 
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ecoceevevee eee @ hi 
ies e@ Minimum policy of $2,000 and a mini- 


HOTEL LENNOX 


members of a family in one contract. 
It is basically a 20 payment life with a 


mum on'each life of $250. The payor 

feature can be added to provide that 

® future premiums will be waived in 

e event of death of the family head. 

e All new policies issued now contain 
full coverage except on) applicants in 
service at the time of the application or 

® in special cases where the aviation 

e hazard is considered excessive. In the 

e latter, full coverage may be secured for 

¢ 2 small extra premium. 


* Issues Family Income Form 


The American Hospital & Life 
has announced a family income 


eooeoeee ee © © © © OO MHolicy, sold on a graduated premi- 







































Progressive brokerage organizations throughout 
the country have recognized the value of considering the 
Connecticut General representative as “The EXTRA man 
in their organization.” They have found that he is thoroughly 
familiar with their special problems and that he has a habit 
of coming up with prompt, workable solutions. 


This ability is due to his experience and training, and to the 
broad facilities of the Connecticut General organization for 
handling all forms of Personal insurance, Group insurance, 
Business insurance and Pension Plans. 
“plus” is the continuing contact between Connecticut General 
representatives and the Connecticut General Advisory Bu- 
reau, a panel of experts always available for consultation. 


Another valuable 


This EXTRA man is ready to help. you. Call him at your 
nearest Connecticut General office. 


CONNECTICUT 
GENERAL 


LIFE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 


The BRIGHT SPOT of OPPORTUNITY | 
for a High Grade Man ne 
RIGHT NOW is... —= 


Established 





BETTER SERVICE 
THROUGH BETTER MEN 


LIFE INSURANCE. ACCIDENT AND 
MEALTH INSURANCE. SALARY 
ALLOTMENT INSURANCE AND AN- 
NUITIES. ALL FORMS OF GRrouP 
INSURANCE ano GROUP ANNUITIES 


WOHNS TOWN 


Pa. 


Address the Agency Department 


AMERICAN UNITED LIFE INSURANCE COMPANY 


1877 


A MUTUAL 





COMPANY 


Indianapolis 
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An Announcement of Great Interest 


At the start of its second century, The Mutual Benefit 
Life Insurance Company of Newark, N. J. begins the 
issue of a new series of policies. The outstanding feature 
is that they are based upon a new table of mortality which 
reflects the improvement that has occurred in death rates 
in recent years. Under the laws recently enacted in a 
number of states, the use of this table will become com- 
pulsory in 1948. The Mutual Benefit is the first and only 
major company which has voluntarily adopted 
the new Commissioners table. 


The Mutual Benefit 


LIFE INSURANCE COMPANY 
NEWARK, N. J. 

























MUTUAL TRUST 


LIFE INSURANCE COMPANY 








HOME OFFICE FIELD BUILDING 
CHICAGO ILLINOIS 


(3s Faithful as Old Faithful” 


A GENERAL AGENCY COMPANY 
One Of The 22 United States Mu- 


tual Net Level Premium Reserve 
Companies, And One Of The 
Lowest In Net Cost. 


A Few Outstanding General 
Agency Opportunities In The 
East And Middle West. 





Men Who Believe They have 
General Or District Agency Qual- 
ifications May Obtain Full 
Particulars By Addressing The 
Agency Department. 














um rather than a level premium 
basis. The benefits of this plan 
may be attached to other policies 
by endorsement. It provides for 
payment of 10% of the face amount 
of insurance from date of. death. 
The insured may select petiod of 
10, 15, or 20 years from date of the 
policy. The policy pays $10 per 
$1,000 until the end of the period 
then pays the lump sum. It is 
considered especially attractive to 
young men with children. 


Ohio National Issues 


Insured Life Income 


Ohio National Life brought out 
a new policy valued on the 24% 
CSO table, called the “insured life 
income.” This contract provides 
$1,000 insurance or the cash 
value, if greater, in event of death 
prior to maturity. At maturity, a 
monthly life income of $10 is pay- 
able, guaranteed for 120 months. 

The maturity cash value at 60 
is $1,783 to a male or $1,996 to a 
female; at 65, male $1,588, female 
$1,783. Dividends will be payable, 
first year dependent qn the second 
year’s premium. The premium 


rates are: 
Ins. Life In. at 60 Ins. Life In. at 65 
Div. Div. 
Accum, 
at Mat. 
Age Male meee Mee Male Female Malc 
10 $23.93 $26.22 $662.95 $19.32 = .00 $687.71 
15 02 30.76 22.33 24.32 


—_ 


42 93.74 103.87 260.01 64.59 71.03 296.45 
43 100.30111.17 247.10 68.20 75.05 285.12 
44 107.53119.25 233.40 72.15 79.44 273.78 
45 115.90 128.60 219.03 76.43 84.27 262.35 
46 125.45 139.26 204.18 81.24 89.54 251.12 
47 136.26 151.37 188.80 86.58 95.48 240.14 
48 149.13 165.76 173. 4 92.52 102.11 229.21 
49 164.32 182.41 158.24 99.12 109.45 217.34 
50 182.20 202.83 143. 32 106.70 117.92 204.24 
DO ses osteee: | eones 166.40 184.37 137.60 


Sun, Md., Adds Double 
Indemnity for Ages 16-50 
Sun Life of Maryland has added the 
double indemnity feature to new or 
old policies providing the imsured is 
not under 16 or over SQ. Premium 


rate on new issues for continvous prem-, 


ium hfe and endowments, term, retire- 
ment income and special low pxemium 
is $1.40 annually, alt ages. Limited 
payment life ranges from $2.80, ages 
16 to 49 on the 10 pay form to $1.40 
ages 30 to 50 on 30 pay. The 20 pay- 
men life and 20 pay optional is $1.80 
ages 16 to 39, $1.40 ages 40 to 50. 

If added to old policies the rate is 
$1.40 for all but limited payment life 
policies. For these the rate is $3.80 if 
five premiumis still are due, decreasing 
to $1.52 if 29 premiums are due. 





Revises Double Indemnity 
New England Mutual has revised 
its double indemnity agreement to 


grant coverage when the insured is 
traveling as a fare-paying passenger 
on a regularly scheduled passenger 
flight of a licensed common carrier. 





Columbus Mutual’s 
New Dividends 


Columbus Mutual has distribut- 
ed to its agents a compilation of 
dividends based on the scale to be 
paid beginning Jan. 1 on policies 
issued after Jan. 1, 1941. 

This new scale represents a re- 
duction due to the assumption of 
an interest factor of 3 1-3%. 
Higher mortality savings results 
in an increased scale in early pol- 
icy years but on the whole, the 
dividends are lower than the 1945 
scale. There is to be no change in 
dividends paid on term policies. 

Dividend accumulations will be 
credited with 34%4% interest on 
policies issued prior to Jan. 1, 
1941 and 3% on issues since that 
date. The new scale is: 

Dividends End ~. Year, 
Age Prem. 5 10 20 


Pref. Risk Ord. Life $5, 
20 $ 79.25 $23. 00 $23. 00 $22.80 ‘S20. ty 3 80 
89.05 22.50 22. 22.60 21.4 2.60 


55 258.45 15.40 15.65 18.95 24.25 40.70 


Ord; Life Red. Prem. * 


20 «$19.88 $4.23 $5.70 $5.94 $6.73 
25 - — 4.26 5.89 5.89 6.55 
30 25.48 4.25 5.94 5.67 6.62 
3D 4 Giant 4.31 5.78 569 6.91 
40 35.06 4.02 594 598 7.56 
45 2.56 3.98 6.42 6.62 9.13 
50 53.04 ..... 4.24 7.41 8.29 11.66 
55. 68:00 ... 497% 976. 31.14_ 15.49 
Life Paid Up Age 85 

20 $17.88 $4.30 $4.62 $4.88 $5.13 $5.87 
25 20.01 4.36 4.70 5.00 501 5.59 
30 22.71 448 4.85 491 466 5.52 
35 26.19 4.75 4.83 4.62 4.54 5.65 
40 30.78 4.67 4.49 447 4.51 5.94 
45 36.92 4.55 462 4.73 492 7.18 

45.32 4.82 4.93 5.21 6.05 9.00 
55 5.33 5.63 666 7.94 11.58 
60 73.05 6.37 7.50 9.07 10.67 14.48 

20 Payment Life 
$5, 


20 $27.46 $3.85 $4.09 $4.18 $4 
‘ 74 3.90 4.16 4.29 4 
30 32.47 4.02 4.32 4.22 3 
35 35.79 4.27 4.30 3.98 3. 
40 39.92 431 4.11 3.99 3 
45 45.24 4.11 4.19 419 4 
50 52.34 4.43 4.58 4.76 5 
55 62.10 5.01 6.37 6.22 7 
60 75.94 6.16 7.35 8.72 9 


Endowment Age 65 


ripae, Dab abah eek ied 
be] AnNwredSto 
BOWSNSmaN 


- 


20 $20.83 $4.16 $4.47 $4.67 $4.86 $5.76 
25 23.90 4.17 4.48 4.72 4.67 5.38 
27.98 4.22 4.56 4.52 4.82 5.29 
35 33.57 4.38 4.43 4.13 4.02 5.38 
41.52 4.33 4.13 400 3.99 5.77 
Life Income at 65—-Male 
20 =. 22 $3.95 * 21 $4.34 $4.45 $5.36 
25 46 3.90 16 4.30 4.17 5.08 
30 seit 4.06 i32 4.20 3.87 5,16 
35 42.88 4.42 4.35 4.00 3.85 5.55 
54.03 4.57 4.28 4.09 4.02 6.62 
45 71.03 465 4.61 450 4.56 9.43 
50 99.54 4.95 4.92 4.86 6.87 ...... 
55 156.03 543 545 7.31 ...... 


*Premium first 5 years is one-half those 


own. 
+Not available. 





Cont. Amer. Rates For 


New Forms Shown 


Continental American has an- 
nounced premium rates for its 
four new participating juvenile 
policies, ages 0-14. Death benefit 
is $200 for each year of age to ul- 
timate of $1,000 age 5. Payor 
death or disability benefits may 


—— 
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be added at an extra premium. 
These policies may not be written 
pelow age 5 in New York state. 

A participating 20 payment en- 
dowment at age 65 is available to 
adults ages 10-40. Premiums for 
ages 10-14 are the same as the 
Juvenile rate for this contract. 


The rates are: 


20 20 

End. Pay. 20 End. Pay. 

Age End. Year Age End. 
ge 85 End.65 End. Pe Age Age 65 
0 $13.91 ris 32 $49.26 $54 15 $32.02 
1 14.14 27.74 49.26 -58. rt 20 34.38 
2 14.23 28.01 49.26 63.07 25 37.14 
3 14.33 28.20 49.26 67.60 30 40.40 


4 14.43 28.34 49.26 72.70 31 41.12 
5 14.49 28.47 49.26 78.52 32 41.88 
6 1468 28.67 49.26 85.44 33 42.66 
7 14.89 28.94 49.26 93.72 34 43.47 
8 15.12 29.27. 49.26103.74 35 44.31 
9 15.37 29.62 aaa 36 45.19 


10 15.62 29.99 49. 37 = 46.10 
11 =: 15.88 30.38 49.30 38 47.07 
12 16.14 30. 49.34 39 48.07 





















WANT AD 











WANTED 
AGENCY SECRETARY and SUPERVISOR 


One of the soundest, though not the e largest, 
middlewestern life Pp needs 

help in its Agency Department. The positi 
calls for a combination Agency Secretary and 
Field Supervisor. 

The Agency Secretary work should take 
pry 25% of a time and consists of getting 
out the , sales promo- 
tion, sales p ty terial tests, agents, 
supplies, etc. The field work should take 70% 
to 75% of your time and consists of recruiting 
—— and supervising General Agents and 
agents. 




















Salary will be te with experi 
and ability. 
Here is an outst ding stunity with a 
y. Inquire in 





pol ons confidence, " re .‘~ 
and salary expected, to Box 

tional a. 475 W. eae” ‘bh, 
Chicago 4, Ill. 














ACTUARY AVAILABLE 


Actuary, 35 years old, mattied, Protestant, 
will be discharged from the Navy within the 
next ten days, desires tion. Experi 

year actuarial clerk, 9 years insurance auditing 
for a small life insurance comapny. College 
graduate with post-graduate work in actuarial 
science. Inquires will be idered fid 
tial. Address D-38, The National Underwriter, 
175 W. Jackson Blvd., Chicago 4, Ill. 




















WANTED 


Home Office Underwriter with experience 
needed at Home Office by New York Com- 
pany. Starting Salary commensurate with ex- 
perience, with opportunity to prog Please 
state ducational back ground, qualifications, 
experience, age, sally desired, and date of 
avallablility, Your reply will be treated con- 
fidentially. Box D-59 National Underwriter, 
99 John St., New York 7, N. Y. 




















DISTRICT AGENCY, SAN DIEGO, OPEN 


LARGE MUTUAL COMPANY. WRITE 


BOX D-58, THE NATIONAL UNDER. 
WRITER, 175 W. JACKSON BLVD., CHI- 
CAGO 4, ILL. 














STATE AGENCY WANTED 
IN MIDDLE = 





Twenty years 
production, rectuiting and vo cg Seeking 


state agency in Middle West and preferably. 


Wisconsin. Address D-60, The National Un- 
+ aaaal 175 W. Jackson Bivd., Chicago 4, 




















ACTUARY WANTED 


Opportunity for young man with actuarial 


ining and background. Home office e: 


ence not necessary but preferable. eee 


©Pportunity for advancement in a 


Retoel erSie Tis Weta arts Kaos Ciy wan second and Wichita 


Chicago 4, Ill. 


W. Jackson Bivd., t 














Volunteer Increases 


Premium Rates 


Volunteer State Life has _ in- 
creased the premium rates for all 
but the double protection policies, 
family income riders, joint life 
policies and term forms. 

A retirement annuity contract 
based on $100 annual premium 
providing a monthly life income 
at the age from 50 to 70 now is 
issued. The income may or may 
not be on the basis of a guaran- 
teed*period of 120 months. Single 
premium immediate-annuities re- 
main unchanged. Settlement op- 
tions also continue the same. The 
new rates are: 

Coml. Coml. Pref. End. End. Ret. 


Whole 20 Pa. Risk Age Age Inc. 
Age Life Life Wh.Li. 85 65 at 65 


SOwice 


Many men and women have the desire to serve — 
they want to feel that the world is a better place be- 
cause they have lived in it. 

















This is the spirit that produces fine surgeons... 
ministers . . . successful life insurance underwriters. 
These underwriters accept the challenge of the respon- 
sibility of insurance companies to mankind. 


















Shenandoah Life believes a sincere insurance un- 







derwriter deserves a comprehensive line of policies to 







present... liberal first year and renewal commissions 
- . » fair agent contracts . . . complete cooperation 
from Home Olfice and in the field . . . and group in- 
surance at company expense. Shenandoah Life pro- 
vides all of these. 




















Opportunities in Virginia, 
West Virginia, North Carolina, 






South Carolina, Tennessee, Ala- 






bama and Mississippi. 












































42 28.31 27.55 30.67 42.71 53.45 
43 39.56 28.70 31.94 45.02 56.79 
44 30.60 29.93 33.31 47.57 60.45 
45 31.85 41.80 31.17 34.76 50.36 64.49 

33.17 42.99 32.45 36.18 53.37 69.30 
47 34.58 44.25 33.82 37.61 0 74.13 
48 36.07 45.52 35.28 39.12 60.37 79.52 

39.37 48.28 38.51 42.47 69.03 91.81 
55 49.49 56.46 48.43 52.59 145.28 
60 bp 61.93 6 








Decreasing Premium Form 


Issued by American H & L 


An annually decreasing prem- 
ium; contract providing $10 
monthly income from date of 
death to end of period has been 
introduced by American Hospital 
& Life of San Antonio. The fam- 
ily income rider may be attached 
to any regular policy on which the 
premium paying period is 20 
years or longer, except converti- 
ble term, juvenile and endowment 
income contracts. 

It is available only to standard 
male risks for a minimum of $25 
monthly income. The rider may 
provide protection for 10, 15 or 20 
years from date of issue. Prem- 
ium rates for the 20 year plan 
are given below for the Ist, 2nd, 
5th, 10th, 15th and 20th policy 
years; premium decreases annual- 
ly, however. 





INSURANCE COMPANY, Inc. 





GLOBE LIFE INSURANCE COMPANY 
OF ILLINOIS 


Offérs Illinois Agents 
Exceptional Agency Opportunity 
+e VERY ATTRACTIVE CONTRACTS 
10 15 20 


25° $11.74 $11.36 $10.10 $7.65 $4.55 $0.48 ii 
1208 1282 1113 87s $38 ‘66 COMPLETE LIFE INSURANCE 
a COVERAGE~AGES 0-60 


30 66 
35 13.46 13.14 12.10 9.92 6.76 88 
40 14.72 14.48 13.66 12.00 oon 

45 16.78 16.74 16.54 15.94 
50 20.75 21.04 21.97 22.65 19. o 


Fc 
oem 


Business Men’s Assyrance reports ; 1 Test: 
Sn aeant e e Excellent Line of Juvenile Policies 


sales were 18.7% ahead of last year and FULL BENEFIT AGE 5 
for the first three quarters the gain is oe 
35.1%. Paid life business in September 
‘was $4,279,546. For the year to date 
paid life insurance is $35,624,846, 
20.2% ahead. 

San Francisco led all branch offices; 


For Particulars Jy rite Home Offices nia Sir 0 


431 South Dearborn St., Chicago, Illinois 
WM. J. ALEXANDER, PRESIDENT 





hird. Individual high producer for the 
month was Louis Haith of Kansas City. 
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ARE BETTER 


Pacific Mutual’s new paid business for 1944 
shows a 59% increase. 


Sales are better for the Pacific Mutual under- 
writer, because: 


He can sell complete coverage. He uses a def- 

initized, proved process of prospecting and 

merchandising. He is thoroughly trained—by 

General Agents or Supervisors who are them- 

selves “trained’as trainers.” It’s this combination 
of favorable factors that makes 
for selling success. 


PACIFIC MUTUAL 
LIFE INSURANCE COMPANY 


HOME OFFICE, LOS ANGELES, CALIFORNIA 
“Help Fight Inflation 


—Buy Life Insurance” 


siti ] 





ee 








Indianapolis Life Men Setting New Records 
During 40th Anniversary 


In November, Indianapolis Life Insurance Com- 
pany will complete 40 years of service, growth and 
achievement. 


NEW RECORDS OF ACHIEVEMENT 
LOW LAPSES... 


While always known for its quality and low lapse ratio, the 
Company’s lapses for 1945 are setting a new low. 


HIGH GAIN OF INSURANCE IN FORCE... 

With over $150,000,000 of insurance in force, it appears 
that the GAIN for the year 1945 may set a new record for the 
Company. 


AUGUST and SEPTEMBER... 

New business has increased rather than slackened since 
V-J Day. Indianapolis Life men are equipped to meet any re- 
conversion problems. 


AVERAGE EARNINGS CONTINUE UPWARD... 

Indianapolis Life representatives are career underwriters, 
carefully selected, thoroughly trained. Their high average 
earnings reflect their ability and industry. 


A QUALITY, MUTUAL, LEGAL RESERVE COMPANY .. 

The Company continues its emphasis on Quality, Service, 
and Safety. The wisdom of this course is reflected in the fact 
that it is the largest company, organzied as a Legal Reserve 
Mutual Company, since 1905. 


A FEW CHOICE GENERAL AGENCIES OPEN FOR MEN 
WHO CAN QUALIFY, in Texas, Illinois, Ohio, lowa, Mich- 
igan, Minnesota, and Indiana. 


Indianapolis Life Insurance Company 
A. H. Kahler Indianapolis 7, Indiana Edward B. Raub 


2nd Vice-President President 
Supt. of Agencies 














Mutual, NEB. 
Observes 50th 
Anniversary 


LINCOLN, NEB.—‘It is unusual. 
for a business concern to serve the 
public for 50 years and it is a distinc- 
tion of which we are justly proud”, 
President T. A. Sick told more than 
125 dinner guests at the 50th anniver- 
sary banquet of security Mutual Life 


Z of Nebraska here. 


Only .5% of all business establish- 
ments in the nation have existed for 50 
years or more and surprisingly few in 
Lincoln are able to qualify, he pointed 
out. 

Other speakers introduced by Presi- 
dent Sick, who served as toastmasterg 
included C. J. Guenzel, Lincoln, di- 


GZ vector for over 36 years, and William 


H. Stoner, president Lincoln Chamber 


4Z of Commerce, who offered the com- 


munitie’s congratulations. ~ 

Insurance Director Matzke com- 
mented on the growth and record of 
Security Mutual during the 50 years, 
saying “its relations with the com- 
munity have been on such a high plane 
and it has been so splendidly operated, 
that it has reflected great credit on 
all of Nebraska.” 

Mayro Marti expressed the pleasure 
of Lincoln citizens that the home office 
is located here and the realization of 


Z what the SOth birthday observance 
Z means to the city. Noting the strength 
and progressiveness of the company, 


with its 35,000 policyholders, $10,000, - 
000 worth of assets and $57,000,000 of 
insurance and annities in force, he 
praised the ‘‘able, intelligent and ag- 
gressive leadership, coupled with the 
splendid agency organization that 
made such a record possible.” 
Only 50 Companies Older 

M. <A. Hyde, vice-president and 
secretary, reviewed the 50 years of 
history . ‘Only 50 insurance companies 
in the nation are older than Security 
Mutual,” he said, ‘‘and only six of 
these are west of the Mississippi river.” 

Mr. Hude pointed out that “‘life in- 
surance is fundamentally based on the 
preservation of the home. As long as 
men love their, families, life insurance 
will continue to serve the public wel- 
fare.” 

Stressing that ‘‘the real life blood of 
an insurance company is its field 
agencies,” Mr. Sick presented E. A, 
Frerichs, director of agencies, who was 
in charge of the celebration. Mr. 
Frerichs announced that L. E. Baron, 
Grand Island; Willard H. Parks, Hast- 
ings; M.S. Vencill, Kimball, and Paul 
Schlichtemier, Scottsbluff, had won the 
national quality award. Mr. Parks also 
earned the presidency of the Leaders. 
Club and was awarded a cup, while 
Mr. Vencill received the secretary's 
plaque. 

New ofhcers for the general agents 
and managers association were intro- 


duced: Paul Schlichtemier, Seottsbluff, 
president; Harold Dillman, Lincoln, 
vice-president; and Willard Parks, 
Hastings, secretary-treasurer. 

The dinner was followed by a three- 
day educational session under the di- 
rection of E. A. Frerichs, director of 
agencies, and Howard Doty, special 
supervisor. A specific training program 
of field work and a service plan for 
policyholders were discussed. Speakers 
included Mr. Sick, Mr. Hyde, Mr. 
Parker, actuary; W. L. Packard, assis- 
tant treasurer; and D. G. ‘Hinkle, 
cashier. 





Scheufler Presents Successor 

E. L. Schuefler, the outgoing in- 
surance superintendent of Missouri, 
plans to escort his successor, Owen 
G. Jackson, to Chicago for the 
meeting of the federal legislation 
committee of the National Associa- 
tion of Insurance Commissioners, 
commencing. next Monday. It was 
arranged that Mr. Schuefer would 
stay in office until after this Chi- 
cago meeting inasmuch as he is 
vice-President of the N.A.I.C. and 
a member of the federal legislation 
committee. 





HOLD VETERANS SEMINAR 


A seminar on veterans! af- 
fairs will be held from 2 to 4 
-m., Nov. 15 in the Chicago 
oard auditorium. All insurance 
people who are interested in 
learning more about the GI bill 
of rights and National Service 
Life Insurance are invited. The 
chairman is W. C, Peck, Chicago 
manager of Reliance Life. He is 
veterans affairs chairman of the 
Chicago Association of Life Un- 
derwriters, — 

The speakers will be C EK, 
Thorney, director of the Veter- 
ans' Information Center of the 
metropolitan district of Chi- 
cago; Charles W. Bellis, insur- 
ance officer in charge of vet- 
erans' affairs at Hines hospital 
and Donald F. Barnes, director 
of research of the National As- 
Sociation of Life Underwriters, 
New York, who handles yeterans' 
matters for that organization. 
ZONE 2 MEETS NOV. 16-17 

The Zone 2 meeting of the Na- 
tional Association of Insurance 
Commissioners will be held at 
the Statler Hotel in Washington 
Nov. 16-17. Bowles of Virginia is 
Chairman. Discussion is expected 
to center on revision of rates, 
rules and regulatgjons to bring 
them in accord with the require- 
ments of public law 15. 


D. E. Nelson, agent with the 
J. W. Paige agency of Mutual 
Life at Detroit, has returned to 
the job after military service. 


——; 





Bradford H. Walker 
Chairman of the Board 


Robert E. Henley 
President * 








The Low-Down is a Safety Valve 


And another thing about Prospecting: it is “part of the picture” that the 
Prospector should procure all the insurance data possible affecting each Pros- 
pect—such information, that is. as will forestall the innocent making of 
offensive or hurtful remarks. Trespassing on one’s convictions. however un- 
wittingly, at least retards the cultivation of good will. 


lhire — or VirGinta 


Richmond, Virginia 


Home Office: Richmend 
Established 1871 
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Changes Rules 
In Reporting 
Salaries 


Carrying out the announcement that 
employers are required to make return 
of certain information concerning. pay- 
ments to employees in connection with 
insurance premiums, pension trusts, 
annuities and profit sharing plans. in 
certain cases, Treasury Decision 5480 
has been issued aniending regulations 
111 and specifically changing Section 
99.147-2 to read as follows: 

Sec. 20.147-2 Return of information as to 

yments to emnloyes. The na‘nes of all em- 
ployes to Whom payments of $590 or more are 
made in any calendar year, whether such total 
sum is made up of wages, salaries, annuities, 
commissions, or compensation in any other 
form, must be reported. In the case of any such 
payments of $500 or more made during the cal- 
endar year of 1945 or a subsequent calendar 
year, if a portion thereof constitutes wages sub- 
iect to withholding under section 1622, and 
such portion is reported on Form W-2, the re- 
mainder of such payments must be reported on 
form 1000. For cxample, if such payments 
made to an employe by his employer in 1945 
amount to $600 and $109 thereof represent 
wages subject to withholding under section 
1622, and the remaining $200 represent com- 
pensation not subicet to withholding, for in- 
stance, advances or reimbursements for travel- 
ing or other expenses, or insurance premiums 
which in accordance with section 29.165-6 are 
income to the employe for the vear in which the 
insurance is purchased, the $400 must be re- 
ported on form W-2 and the $200 must be re- 
ported on form 1099. Heads of branch offices 
and subcontractors employing labor, who keep 
the only complete record of pay ments therefor, 
should file returns of information in regard to 
such payments with the Commissioner of In- 
ternal Revenue, processing division, 260 East 
1fl street, New York 51, N. Y. When both 
main office and branch office have adequate 
records, the return should be filed by the main 
office. 

For years prior to 1945, amounts distributed 
or made available under an employe's trust 
governed by the provisions of section 165 to any 
beneficiary, in excess of the sum of his personal 
exemption and the amounts paid into she fund 
by him, must be reported by the trustee. For 
the calendar year 1945 and subsequent calen- 
dar years amounts distributed or made avail- 
able under an employes’ trust governed by the 
provisions of section 165, or under an annuity 
plan to which section 29.22 (b) (2)-5 relates, tu 
a beneficiary shall be reported to the extent 
such amounts are includible in the gross income 
of such beneficiary where the amounts so in- 
cludible are $500 or more. 

In the case of payments made by the United 
States to persons in its service (civil, military, 
or naval) of wages, salaries, or compensation 
in any other form, the returns of information 
shall be made by the heads of the executive 
departments and other United States govern- 
ment establishments. 

For cases where no returns of information are 
required, see section 29.147-3. (See also section 
2.22 (a)-3.) 


Fall Course Opens 
In New York City 


NEW YORK—The New York City 
Life Underwriters’ Association opened 
its fall educational course this week, 
the program consisting of a refresher 
sles training course to be conducted 
in five weekly meetings Thursdays in 
the Metropolitan auditorium. 

The series is designed to acquaint 
experienced as well as new agents with 
the latest trends of the business. 
Instructors are members of the asso- 
ciation who have wide -experience in 
each particular field and will speak on 
practical selling of the average case. 

Subjects and instructors are as fol- 
lows: Life Insurance as an Investment, 
Allen L. Kauffman, Northwestern 
Mutual; Programming and Social Se- 
curity, Stanley I. Cundy, Home, and 
Roswell Colwin, New England Mutual; 
Juvenile Market and Life Insurance 
for Women, Hilliard Ranter, Berkshire, 
and Florence Steiler, New York Life; 
New Markets in Business Insurance, 
Sumuel Zeigen, Provident Mutual; 
Pension Trusts, Halsey D. Josephson, 
Mutual Benefit 

An added feature is a veterans class 
to be held following the series to in- 
struct in the fundamentals of National 
Service Life Insurance, the GI Bill of 
Rights and other financial matters per- 
taining to returning veterans. 


Charles M. Sessions, 60, special 
agent for New York Life at Dav- 
enport for 21 years, died following 
an illness of six months. He was 
a past president of the Davenport 
Association of: Life Underwriters. . 


Hinois Membership Drive 
Directed By Wardwell 


The Illinois Association of Life Un- 
derwriters has started a membership 
drive which will wind up Nov. 15, 
under direction of C. T. Wardwell, 
Connecticut Mutual general agent, 
Peoria, as general chairman. Zone 
chairmen are: 

1. Robert W. DePau, Jr., Pruden- 
tial, Chicago; 2. Norman E. Anderson, 
‘Mutual Benefit, Peoria; 3. David Ep- 
stein, Metropolitan, and Byron Keil, 
Prudential, both of Springfield; 4. 
Francis Gillard, John Hancock, Alton; 
5. Hilding Nelson, New England Mu- 
tual.. Rockford; 6. James Mariel, Pru- 
dential; 7. Joe Dietzen, Prudential, 
Danville; 8. John Marshall, Prudential; 
and Ernest Green, Metropolitan, both 
of Joliet; 9. E. B. Beli, Northwestern 
Mutual, LaSalle. 


Newell Day Springfield 
Speaker 


Newell C. Day, Equitable Life of 
lowa, Davenport, addressed the ladies’ 
night meeting of the La Salle County 
Underwriters Association at La Salle, 
Ill. The next noon he appeared before 
the Springfield Life Underwriters Asso- 
ciation and that evening addressed the 
Springfield General Agents & Man- 
agers Association. 


CONRAD WITH BRAMHALL 


C. Hyde Conrad has resigned 
from the post of brokerage man- 
ager for the Moore, Case, Lyman 
& Hubbard general agency of John 
Hancock in Chicago after two 
years' service and has gone with 
the W. M. Bramhall agency of New 
England Mutual there as broker- 
age manager. He fills the vacan- 
cy created some months ago by 
the death of Manny Blumenstock. 

Mr. Conrad before joining 
Moore-Case was a unit manager 
for Equitable Society for a num- 
ber of years. 

The -Bramhall agency so far 
this year has exceeded its quota 
in new production for the entire 
12 months. 


New York State Life 


Association To Meet 


NEW YORK The New York 
State Association of Life Under- 
writers will hold its fall meeting 
at the Hotel Syracuse. Syracuse. 
on Nov. 16. The program includes 
reports of eight special commit- 
tees, among which will be a report 
by the Committee on setting up an 
executive office in Albany, head- 
ed by Kdward R. Gettings, gener- 
al agent Northwestern Mutual, Al- 
bany. and the Committee to 
Choose an Executive Secretary, 
headed by David B. Fluegelman, 
general agent- Northwestern Mu- 
tual, New York Citv, and presi- 
dent New York City Life Under- 
writers Association. 


L. D. ZEIDLER WITH U. S. 
LIFE'S LINCOLN AGENCY 


Lewis D. Zeidler, Jr., has 
been appointed production mana- 
ger of the Lincoln agency of 
United States Life at 60 East 42d 
street, in New York. He was in 
insurance work from 1937 until 
he entered the service in March, 
1943. After his discharge he 
held a civilian post with the 
air technical service command 
until V-J Day. 


IQWA CLUB TO MEET 


The Iowa Quarter Million Dollar 
Club will meet at Des Moines Nov. 
12 in connection with the two-day 
meeting of the Iowa Association 
of Life Underwriters. Eight mem- 
bers of the club will discuss 
four subjects during the morning 
sesSion and several members of 
the National association's cara- 
van will speak during the after- 
noon 


GUARDIAN MANAGERS MEET 


Managers of Guardian Life from 
a large area in the midwest and 
southwest will meet at the Stev- 
ens hotel, Chicago, Nov. 7-9. A 


number of home office officials 
will attend, including President 
James A McLain, F. F. Weiden-- 
borner, agency vice-president; 
J. C. Slattery, agency director, 
and Charles Butt, head of the 
penSion trust department. 


WICKHAM RETURNS 


W. L. Wickham, formerly unit 
manager of Equitable Society, 
Detroit, has returned from ser- 
vice to become assistant agency 
manager under Robert M. Ryan. 
Mr. Wickham served in the south 
Pacific with the navy 44 months. 





Case To Be Reviewed 


Washington--The U. S. Supreme 
Court received the petition to review 
the case of Central National Bank of 
Cleveland, Trustee, vs. General Amer- 
ican Life. 

The 9-year old action is claim for 
double indemnity. The deceased as- 
sured, after being threatened by a 
jealous husband, approached him to 
talk with hin’. General American Life 
denied assured died by accidental 
means, contending he virtually com- 
mitted suicide by going to a known 
fate. The 6th Circuit Court of Appeals 
reversed the judgment of the lower 
court for the trustee. 

The court declined to review the 
lower court's decision in Sachs -vs. 
Ohio National life 


The Seattle Life Insurance & 
Trust Council elected M. A. Link 
of Bankers Life, Ia., president; 
R. E. Lewis, Pacific National 
Bank, vice-president; R. G. 
Knudson, Northwestern Mutual, 
secretary, and E. P. Brevig, 
University National Bank, treas- 
urer. Harry Henke, Jr., Seattle 
attorney, spoke on "Gifts of 
Future Interest. " 


Charles E. Tomlinson, 173, for 
44 years with Prudential at De- 
troit and district superintend- 
ent 35 years, died there. He re- 
tired in 1941. 





211 W. WACKER DRIVE 


1905 


January Ist, 1945 


Assets 
$26,822,165.42 
Capital 
$ 500,000.00 
Surplus 


$ 1,000,000.00 


Unrealized Profits 


$ 968,598.59 


$ 2,468,598.59 « 





Surplus to Protect Policyholders 


Life Insurance in Force January 1, 1945 
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HOME OFFICE BUILDING 
(Owned by company, free from indebtedness) 


veceseceseeee L1T,599,824.00 


| CENTRAL LIFE 


INSURANCE COMPANY OF ILLINOIS 
ALFRED MACARTHUR, PRESIDENT 


1945 


Paid 
Policyholders 





and 
Beneficiaries 
Since Organization 


$27,073,511.75 


Attractive General Agent’s contracts now being of fered for territory in the mid-west 
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POWER OF AMERICA 


We've seen the power of America at war—the 
power that built the greatest Naval, Air and 
Land forces the world has ever known—the 
power that has supplied food and clothing to 
millions of destitute people. 


Now that power is released for civilian use. Re- 
leased to give new opportunities to work, to 
dream, to invest—to live as free, individual men. 
But that power has also given us the greatest 
responsibility of all times—the responsibility 
of leading and directing the World at large. 


The Life Underwriter has always accepted that 
responsibility. His work at home is the founda- 











tion of world security. If you are interested in 
the profession, you will find it pays to be 
friendly with 


x«wk 


PEOPLES LIFE INSURANCE COMPANY 


“The Friendly Company” 





FRANKFORT INDIANA 
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INSURANCE COMPANY 


Hest: OFFICE +2 CHIGAGO, PL tT NO! 








































Group Sales and 
In-Force Make 
Surprising Showing 


Drastic Drops, Feared 
at War’s End, Have Not 
Materialized 


The way that the volume of new group 

business has held up since the war's en 
has been very gratifying and a surprise 
to. many group insurance executives, 
most of whom felt that they were faced 
with a very sharp drop in new business 
and the reduction of many existing con- 
tracts. Many of these new customers 
are medium sized and smaller corpora- 
tions. The business is quite diversified 
both geographically and by line of busi- 
ness. ee: 
While there has of course been a good 
deal of reduction of existing contracts in 
war industries, many old customers are 
using the reconversion period to make 
their group programs more attractive to 
their employes. For example, companies 
which have been quite satisfied. with a 
group life program based upon approxi- 
mately a year’s salary are becoming in- 
terested in increasing this to at least a 
two-year basis. Besides this' type of ex- 
pansion there is a steady trend in the 
direction of adding group hospitalization 
and surgical benefits to existing group 
life and accident-health programs. Many 
programs are being supplemented by 
adding dependents’ benefits to hospital- 
ization-and surgical benefits, either new 
or existing 

Quite a number of the larger corpora- 
tions that have laid off substantig} num- 
bers of employes have kept grdup cov- 
erage on such personnel, the only, re- 
quirement being that the employe keep 
ap his share of the contribution the same 
as while he was working. 

Union: Pressure Secondary 

During the war the existence of wage 
ceilings caused the unions to seek addi- 
tional group insurance benefits as a 
means of getting more for their mem- 
bers. The unions’ efforts now of course 
are concentrated primarily on getting 
pay incredses, with group coverages rele- 
gated to a secondary role. There has 
been some concern that absence of this 
union drive for insurance henefits would 
affect group writings and persistency hut 
the effect has not been perceptible. 

Undoubtedly a big contributing factor 
in the favorable group insurance picture 


_ is the fact that unemployment has thus 


far not been so serious as had gener- 
ally been feared. Applications for un- 


employment insurance have dropped 
sharply in recent weeks. At their peak 
following V-J day they were about 


600,000 a week. These included not only 
those entitled to benefits but also those 
who felt they were.- The figure is now 
down ‘to less than one-half of what it 


was at the peak. Layoffs at their peak. 


were 1,800,000 a week and the: latest 
figure is 160,000 or less than 10% of the 
peak figure. There is considerable rea- 
son for believing that the number of un- 
employed will have passed its peak be- 
fore the end of the year and that from 
then on there will be a steady improve- 


ment in the employment picture. 

Once the upturn has started there wilf 
not only be the economic benefit but the 
psyochological factor of knowing that 
the worst part of reconversion hag 
passed, 





Pink Deplores Sniping At 
MacArthur In ‘Ad’ Talk 


NEW YORK—Interference with the 
policies of Gen. MacArthur in the ad- 
ministration of Japan was deplored by 
Louis H. Pink, president of Associated 
Hospital Service of New York, and 
former insurance superintendent of 
New York, at a luncheon meeting of 
the Insurance Advertising Conference 
held here. 

Pointing out the relation between 
America’s policy in Japan and the re- 
habilitation of the Philippines, Mr. 
Pink, who served as special adviser to 
President Osmena in the reorganization 
of the Philippines, insurance industry, 
condemned ‘‘sniping from afar” and 
urged that, despite mistakes being 
made, the administration of Japan be 
left to MacArthur and his associates 
with ‘‘as little interference as possible 
by remote control.” 

“The Philippine people,” he stated, 
‘have great confidence in General Mac- 
Arthur. He has lived among them and 
knows their problems. It is in the in- 
terests of the Philippiaes arid of the 
civilized world that General MacArthur 
be permitted to work out the salvation 
of the new Japanese Commonwealth 
without too much interference from 
afar.” 

Declaring that the restoration of 
Japan is of more immediate and vital 
importance to the Philippines and 
China than to any other nation, Mr. 
Pink said: ‘‘A starving, unemployed, 
embittered Japan, seeking revenge, 
would make the independence of the 
Philippines difficult and dangerous in 
the years to come. © 

“‘{t must not be assumed,” he de- 
clared, that the continuation of free 
trade between the Philippines and the 
United States would be.entirely for the 
benefit of the Islands. It is probable 
that the United States gains more from 
the arrangement than the Philippines. 

. In accepting preferential trade agree- 
ments with one country and funneling 
its trade and commerce through that 
one country, the Philippines lose the 
great advantage of a deiversified trade 
with many nations. It is always a sound 

olicy not to have all the eggs in one 
asket. 

“In accepting close economic ties 
with the United States, the Philippines 
place their future in the hands of ; 
Single nation rather than in a world 
economy. The chief reason for the con- 
tinuation of free trade and close eco- 
nomic ties with the United States is the 
maintenance and improvement of the 
standard of living. If the Philippines 
were obliged to complete in the Fat 
Eastern market, there would be a 
tendency to pull down the standard of 
living towards that of China, India and 
Japan. Were it not for this factor, the 
Philippines would be on a sounder 
basis with wider economic horizons." 


Louis Goldberg of the Newark agency 
of Columbian National Life was the top 
personal producer, ~excluding general 
agents, for August and second in the 
entire field. 
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Forum Held 


(CONTINUED FROM PAGE 18) 


some of these powers, have been 
created as limited powers of ap- 
pointment, the exercise or non- 
exercise of which is exempt un- 
der the federal revenue law, but 
others have been created as pen- 
eral powers and have been re- 
duced in scope by partial releases 
so as to be exempt. 


“Many estate plans involve the 
exercise of these exempt powers 
of. appointment,” Mr. McLucas 
said. “If the beneficiaries will in 
exercising the power of appoint- 
ment directs an outright distribu- 
ton of the property, it seems quite 
clear that upon the death of the 
beneficiary the property subject to 
the power will be free from es- 
tate tax. However if the power is 
to be exercised by directing that 
the property be continued in trust 
for the benefit of the objects of 
the power, extreme care must be 
taken in the exercise of the power 
so that its exemption will not be 
destroyed. 

“By the terms -of the estate tax 
law, if a power is exercised by 
creating another. power to ap- 
point, then regardless of the ‘type 
of power and its otherwise exempt 
status, the property- subject to it 
will be taxed. Furthermore, the 
Treasury regulations seem to de- 
fine a power to appoint to include 
any discretion with respect to dis- 
tribution of income or principal. 

“The tax problems involving 
powers of appointment are num-' 
erous and unless extreme care is 
used in ereating, releasing and ex- 
ercising powers of appointment, 
estate plans which attempt to 
eliminate multiple death taxes 
may not fulfill their purpose.” 

Tax Angle on Insurance 


Mr. McLucas.. discussed prob- 
lems arising relating to reim- 
bursement from the beneficiary 
under the life insurance for the 
federal estate tax under the fed- 
eral law provision that the execu- 
tor shall be entitled to recover 
from beneficiaries of the life in- 
surance issued on the decedent’s 
life that proportion of the federal 
estate tax attributable to such in- 
surance, unless the will provides 
otherwise. If the will directs the 
executor to pay estate taxes on 
“my estate’, the problem is 
whether to include only the pro- 
bate estate or the taxable estate, 
which latter also of course in- 
cludes the: insurance proceeds. 

The executor often is hard pres- 
sed to decide what was meant, 
but since he has the duty to col- 
lect all assets and property be- 
longing to the decedent Mr. Mc- 
Lucag says it seems to him the es- 
tate tax law imposes an obliga- 


tion on the executor in the ab- - 


sence of contrary provisions in 
the will to seek recovery from the 
insurance beneficiaries for the 
tax on the insurance. 


. Options Complicate Problem 

The problem becomes ‘ more 
acute when the insurance pro- 
ceeds are left on one of the set- 
tlement options where the wife is 
primary beneficiary and children 
or their issue are secondary bene- 
ficiaries. In many such instances 
the wife and children cannot 
reach the insurance’ money to 
reimburse the. executor for the 
proportionate share of the estate 
tax and must look to other funds 
for.this purpose. In such case the 
widow should not be expected to 
pay the entire tax on the insur- 
ance for it is problematical that 
she will receive all of the pro- 
ceeds, and the children if request- 
ed to contribute a part of the tax 
from their own funds would be 
asked to pay a tax on property 
they may not live to receive. 

This problem was not so acute 
when insurance enjoyed a $40,000 
exemption prior to the 1942 rev- 
enue act but with the elimination 


Of this exemption now the first 


doljar of insurance proceeds in an 


‘éstate subject to tax raises the 
problem whether or not the bene- 
ficiary should pay the tax attribu- 
table to the insurance. Mr. Mc- 
Lucas said in most instances, and 
particularly where the insurance 
is left on ‘the options, the will 
should direct that estate taxes at- 
tributable to insurance shculd be 
paid out of the probate estate 
with a waiver of the right of re- 
covery from the beneficiaries. If, 
however, the insured wishes his 
insurance beneficiary to pay the 
prorata share of the tax assessed 
by reason of the insurance, then 
to avoid any misunderstanding the 
will should be explicit and direct, 
the recovery of the tax from the 
beneeficiary. 
“ Millionaire’ Sums Up 

Mr. Whitney said that life insurance 
as a medium for making gifts is an 
exciting idea, but the problem is much 
more complicated when making gifts 
to minors than to adults. 

He said on the question of the life 
insurance beneficiary paying. the pro 
rata share of the estate tax on the de- 
cedent’s estate, as a rule the estate 
does not have enough liquid funds or 
assets not earmarked under the policy 
options to pay all the taxes imposed. 

He made three points, one being 
that very serious attention should be 
given these days to use of the, settle- 
ment options under death benefits in 
life insurance policies, particularly. con- 


cerning the tax effects. This shouldbe 
done not only in connection with the 
pro rata payment of the U. S. estate 
tax by the insurance beneficiary but 
also to prevent a discriminatory tax te 








MAYBE YOU 
Are The Man! 


We have several territories now open for 
establishment of a good general agency. 
Maybe you are the man for the job, if you 
live in or near one of these cities, and are 
interested in this kind of opportunity with 
a progressive, fast-growing, financially- 
strong company. Below are listed a few 
of the important territories now open. 


AGENCY OPENINGS 


Greensboro and Winston-Salem, N. C. 
Wilmington, N. C. Norfolk, Va. 
Bowling Green, Ky. Louisville, Ky. 


PROTECTIVE LIFE 


INSURANCE COMPANY 


WILLIAM J RUSHTON, President 
BIRMINGHAM, ALABAMA 














AN EMBLEM 


Lutherans. 








OF DISTINCTION 


SOUND business management and very low mortality have. 
given Lutheran Mutual the distinction of being one of the 
very lowest net cost companies in the United States. 


Inquiries, regarding agency openings, are invited from 


LUTHERN MUTUAL LIFE INSURANCE COMPANY 
WAVERLY, IOWA 


























EDGEWATER BEACH HOTEL 


Headquarters of the World for Insurance Conventions 
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Let me tell you the true 
story of “JIM, THE 


TRIUMPHANT 
TEACHER.” 


Earlier in these columns we brought 
you the true, intriguing story of 
Sunshine Bill and Mary, The Money- 
maker. Here is another we have label- 
ed, ‘Jim, the triumphant teacher.” 


Jim, you will recall, is the person 
who found and developed Sunshine 
Bill. Jim’s own story rates high in 
human interest. Jim was a successful 
school teacher—a business instruc- 
tor—stymied in’ what looked like a 
dead-end job. But Jim had a touch 
of part time selling experience in life 
insurance and wanted to try again. 
He saw a promising future with 
Fidelity 


“Show us what you can do,’ 
we told Jim after he had under- 
- gone his training. “I will,’ re- 
plied Jim, and he did. So regu- 
larly did his sales curve climb 
upward that it would seem he 
had discovered a secret formula 
for selling. ‘That's not it,’ said 
Jim. ‘Careful planning, the 
faithful keeping of records, the 
use of Fidelity plans and sales 





by Thomas O. Hertzberg, Sales Manager 
FIDELITY LIFE ASSOCIATION 


Fulton, Illinois 


aids, combined with lots of hard 
work have brought results.’’ 


“Can you teach this to others?”’ 
we asked Jim. ‘‘I can,” he replied, and 
he did. Jim is a supervisor now with a 
growing sales force under his direc- 
tion. He has brought in such men as 
Sunshine Bill and others with ability. 
He has proved to be the teacher- 
triumphant. 


An interesting sidelight on Jim is 
that he is the son of another Fidelity 
producer. These father-son com- 


‘binations are encouraged in Fidelity 


Life Association where selling is a 
career, not a stop-gap. 


But, getting back to our story, 
would YOU prefer to be the teacher 
triumphant? If so, why not drop us a 
line. We have lots of elbow room here. 














WORLD PEACE CAMPAIGN 


Fraternalism promotes world peace 
September, October and November 


will appropriately be dedicated by all Maccabees field 
workers throughout the United States and Canada as 
our “World Peace Campaign". Cash prizes to each 
jurisdiction making its campaign quotal! Special awards 


to active lodge units! 


THE MACCABEES 


Home Office in the Maccabees Building 
DETROIT 2, MICHIGAN 
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the recipient of the income, especially 
under annuity settlement options. 


Use of Capital Condoned 

He spoke on use of capital for living 
expenses, saying in these days of high 
‘income tax this is becoming increas- 
ingly necessary among people of means 
as well as to use capital for payment of 
their life insurance, and this fact should 
be taken into consideration as largely 
as possible. 

He said there are innumerable justi- 
fiable cases where the person cannot 
budget his expenses and stay within 
income. In such cases it is proper to 
tap capital to meet expenses under 
present circumstances. } 

Another problem is provision for 
children.. ‘All are familiar,’’ he said, 
with the customary method of provid-. 
ing for children—primarily based om 
the principle of equality. There is a 
question of the advisability of such an 
arrangement, especially if it is made 
mandatory. oe 

“If the insured should live to the 
majority of his children he would not 
necessarily spend the same sum upon 
each child; yet it is customay for life 
insurance, wills and trusts to provide 
for exactly that. 

“Then there is the unusual situation 
of physical disability of a child which 
would demand extra expense for phy- 
sician, surgeon, hospital, nurse, etc. In 
addition, there are the differing educa- 
tional desires and capabilities of the 
children to be considered. These varia- 
itions should be taken into considera- 
tion as largely as possible.”’ 


—— Sa 


U.C.L.A. PLAN FOR A. & H. 

The University of California 
at Los Angeles has completed pre- 
liminary plans for conducting an 
accident and health course; simi- 
lar to the one that is offered 
at Purdue. Approval of the course 
was given by George W. Robbins, 
chairman of the University's 
business extension division, at 
a meeting in the office of W. B. 
Lubby who is a member of the 
National advisory committee for 
the Purdue school. 





MASS. SAVINGS BANK DINNER 

About 125 officers of Mass- 
achusetts savings banks attended 
a dinner given by the Savings 
Bank Life Insurance Council is 
honor of Richard Bullock, who 
recently retired as commissioger 
of savings bank life issurance; 
his successor, Frank A. Groves, 
and the trustees of the General 
Iasurance Guaranty Fund, the 
governing body of the savings 
bank life insurance system. 
North Adams, presideat of the 
couacil, presented a traveling 
hag to Mr. Bullock. 





| ACTUARY'S DILEMMA 


"Are You With It", musical 
comedy built around the actuary's 
misplaciag a decimal point, ne- 
Cessitating the recall of every, 
policy issued by his company for 
Six months, will open Nov. 8 ia 
New York, after a short opening 
run in Philadelphia. The show is 
based on George Malcolm-Smith's 
novel "Slightly Perfect-" He has 
been with the Travelers publicity 
department several years. A num- 
ber of leading producers and 
stars are connected with tha 
show. 





RETURNS TO GREAT-WEST 


Brigadier W. Preston Gilbride, 
who returned to Canada as deputy 





me — 


commander of the Canadian army 
Pacific force, has joined Great- 
West Life and has-been appointed 
manager of the company's Toronto 
‘1 branch. He served with the Ist 
Canadian division in the landings 









in Sicily and Italy where he was ( 
awarded the D.S.0. and 0.3. B 
He originally joined Great-West noon 
in Toronto. and subsequently was prop 
branch manager at London and A 
Hamilton. He was president of the be 
London. Life Underwriters Asso- 4 
ciation and the Life Managers ow, 
Club of London in 1987 and vice- 0 
president of the Canadian Asso- er 
ciation ia 1988. = : 
cons 
War-Aviation Rider a 
Is Dropped agen 
Aid Association for Lutherans Byro 
has discontinued inserting the war Berk: 
rick and aviation rider in new pol- Ch 
icies and thas canceled all of these iden 
riders which had been attached to oy 
certificates. The society on claims coat 
arising under the rider type of pol- Mr, | 
icies will pay ‘the full difference agem 
between amount of benefit paid on: talk 
certificates that were held by mem-’ ion 
bers in-service and the amount that phas 
would ‘have been pad had the rider trai 
not been attached. J 
hake oN yl! 
To Reinsure Dunbar Mutual oy 
At the request of the trustees, talk 
the Ohio department under court Agen’ 
authority has taken over Dunbar alys. 
Mutual, Cleveland. The business well 
will be reinsured in Dunbar Life, acti 
a legal reserve stock company, compa 
Train 


Sick Leave Plans Increasing 


WASHINGTON—The national war 
labor board has affirmed a directive of its 
first regional board at Boston liberaliz- 
ing a sick leave plan in existence at 


American Qil Co., Boston. 
dustry members dissented. 
Under the order, 


Board in- 


sick leaves may 


accumulate from year to year to a maxi- 
mum of 30 days. The plan before modi- 
fication allowed 15 days sick leave ‘annu- 


ally after a vear's service with no 
accumulation of leave thereafter. The 
hoard said the new plan conforms to 
industry or arga practices in the oil 
business in New England. 

The increase in sick leave plans may 
have an effect on group disability covers. 





.ANZEL LEADS COMPANY 

The Jules Anzel agency.in New 
York City led Continental Amer- 
ican Life in September in volume 
of new’ paid business. Mr. .Afizel 
also led all managers and brokers 
in personal production. ‘ 


Ben Goldish, Northwestern National 
‘Life, passed the 22-year mark of con- 
tinuous membership in his company’s 
app-a-week club. He is the highest 
ranking member in the club. 





Fraternal Society 
for 
Women and Girls 








Supreme Forest 
WOODMEN CIRCLE 


Omaha, Nebraska _ 


we 





THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legat Reserve Fraternal Benefit Society 


Frances D. Partveicr 
Supreme Caucrete” i 

‘ 

i 











Bina West Miller 
Supreme President 
Port Huron, Michigan 


amet. 
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Management 
Duties Theme 


(CONTINUED FROM PAGB 1) 


noon to discuss and vote on this 
proposal. 


A "Victory Night" dinner talk 
be held Tuesday evening, spons- 
ored by the Life Agency Managers 
of Chicago. Freeman J. Wood, 
president, who is general agent 
of Lincoln National, has appoint- 
ed a committee on arrangements 
consisting of R. R. Reno, Jr., 
Bquitable Society manager, 
chairman; E. B, Thurman, general 
agent New England Mutual, and 
Byron C. Howes, general agent 
Berkshire Life, 

Chester 0. Fischer, vice~pres- 
.jdent Massachusetts Mutual and 
chairman of the bureau board, 
will preside at the second gen- 
eral session Wednesday morning. 
Mr, Hanselman will take up man- 
agement responsibilities in a 
talk on "Postwar Planning--Act- 
ion Today," with particular em- 
phasis on the necessity of 
training the trainer, 


James'E. Schofield, editor of 
"Manager's Magazine” and consul- 
tant on the bureau staff, will 
talk on "Recruiting Tomorrow's 
Agent Today", presenting an an- 
alysis of present manpower as 
well as a Survey of recruiting 
activities of various member 
companies, 


Training Of Agents 


James R. Adams. bureau consul- 
tant, will speak on "Training 
Tomorrow's Agent", highlighting 
training trends, recent develop- 
meots from army and industry ex- 
perience, and the specific plans 
of several companies. 

Dudley Dowell, vice-president 
New York Life, will close the 
morning session with a talk on 
his company's experience with 
the survey of job satisfaction 
of its agents, He will consider 
these findings in their relatior 
to nine other company surveys 
made by the bureau, and present 
some recommendations to top man 
agement as he consjders "Work- 
ing with Tomorrow's Agents." 


Companies’ Plans 


In the afternoon session three 
executives will tell the plans 
and activities of smaller com- 
Canadian companies in dealing 
with tomorrow's agent today as 
well as presenting current 
trends and over-all management 
plans of the companies they were 
Selected to represent, They are: 
J. A. McAllister, director of 
agencies Sun Life of Canada, who 
Will present the Sun Life story 
together with his views on "To- 
morrow's Agent in Canada;" A. B. 
Olson, vice-president of Guaran- 
tee Mutual, who will discuss 
his company's accomplishments 
and plans together with general 
observations on "Tomorrow's 








Republic National Life is one of that few. 









Theo. P. Beasley 





President 


REPUBLIC nation 


“Registered frolicy Protection” 
HEALTHY PROGRESS 


Among 37 Texas legal reserve companies, Republic National .Life is larger than 27 of them. 
Only a few have voluntarily ome sete the exacting but optional Registered Policy provisions. 


Nationafly, Republic National Life Is in the top half. 
It was one of the first to provide lifetime commjssions and Agents’ Pension Plan. 


Agent in the Smaller Company," 
and J. Roger Hull, vice-presi- 
dent and manager of agencies of 
Mutual Life of New York, who 
will present a picture of "To- 
morrow's Agent in the Larger 
Company” with particular refer- 
ance to the activities and plans 
of Mutual Life. 


Bureau Man Talks 


The final paper of tte day 
will be delivered by L. W. S. 
Chapman, the bureau's director 
of service, who will discuss 
"Management's Job," summarizing 
the day(s discussions with par- 
ticular emphasis on the job of 
the agency executive and his as- 
sociates. 

The final day's program will 
include talks by L. J. Doolin, 
assistant manager of agencies of 
Fidelity Mutual; C. D. Connell, 
New York, president National As- 
sociation of Life Underwriters; 
H. J. Johnson, president Insti- 
tute of Life Insurance, and F. 
H, Haviland, vice-president of 
Connecticut General and chairman 
of the bureau's board, Mr. Hol- 
combe will give a talk in this 
session, 

Mr. Doolin is chairman of the 
bureau's committee on persistent 
business and will report on the 
activities of his committee with 
special emphasis on the new 
national "Quality Award" and 
plans for the 1946 awards, Mr. 
Connell will present the view- 
point of the field men in a-talk 
on "The Viewpoint of Tomorrow's 
Agent," Mr. Johnson's subject is 
"Tomorrow's Agent and the Pub- 
lic." and he will cover the im 
portance of the agent and man- 
agement's responsibility in the 
broad institutional relations 
program of life &ompanies. 

Manager Holcombe will give the 
final talk, on "The Agency Exec- 
utive--Action Now. " 


Plan to Resume 
Medical Program 


(CONTINUED FROM PAGE 1) 


about veterans or former " war 
workers who have not’ obtained 
jobs. This is a situation which is 
not expected to last more than a 
few months and must be appraised 
in the light of the circumstances 
surrounding each case. Usually the 
companies take a liberal attitude 
if a moderate amount of insurance 
is being purchased say $5,000 or 
$10,000. 


Mutual Benefit Holds 
Home Office School 


Mutual Benefit Life has been 
conducting at the home office a 
school for agents in its advanced 
programming procedure, called 
the analagraph. The _ present 
school, lasting four weeks to Nov. 
2 is one of a series held in agen- 















DALLAS 8, TEXAS 


HOME OFFICE 









cies and home office since the an- 
alagraph procedure was devised 
eight years ago. 

The current school is the larg- 
est scheduled since the war be- 
gan. There are 12 students from 
over the country, two of them 
veterans recently discharged from 
service, Edward C. Hawes, field 
service manager in charge of 
agents’ educational activities, in- 
vited as guest instructors three 
Mutual Benefit agents who will 
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give students the benefit of their 
successful field experience with 
this method of analytical selling. 
They are Milton B. Ames, *ener- 
al agent at Norfolk; Bernard Gra- 
ham, Pittsburgh; and Roy G. 
Cleveland, Cleveland. 


Henry E. Atwood, president of the 
First National Bank of Minneapolis, has 
been elected a director of Northwestern 


Mational Life 

























































































ONE CASE OR A DOZEN 


Surplus Lines 
Handled With Dispatch! 
Renewable and/or Convertible 
5-10-15-20 Year Term 
Term to Age 65 
Mortgage Cancellation Policies 
(Yearly Renewable Term) 
. Complete Lime of Juveniles 
From Age 0 
Let Us Hear From You 


Philadelphia Life Insurance 
Company 


111 NortH Broap Street, PHILADELPHIA 7, Pa. 
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CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 
| 660 Market Street 437 S. Hill Street 




















| SAN FRANCISCO LOS ANGELES 
ILLINOIS 
DONALD F. CAMPBELL 


and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


16 North La Salle Street, Chicago, Illinois 
Tel. State 1336 














WALTER C. GREEN 
Consulting Actuary 
211 Wacker Drive 
Chicago 
Franklin 2633 




















INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
Indianapolis—O maha 




















HARRY C. MARVIN 
Consulting Actuary 


221 E. Ohio Street 
INDIANAPOLIS, INDIANA 




















MISSOURI 
NELSON and WARREN 


Consulting Actuaries 


915 Olive Street, Saint Louis 
Central 3126 























NEW YORK 
Established in 195 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 
& West 4th Street 








New York 














Consulting Actuaries 
Auditors and Accountants 


Welfe, Cercoran and Linder 
116 John Street, New York, N. Y. 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
Associate 
E. P. Higgins 
PHILADELPHIA 











THE BOURSE 

















Georgia Congress Elects 
» Mrs. Morse President 


The Georgia Fraternal Congress 
at its annual meeting in Atlanta 
elected these officers; Presi- 
dent, Mrs. C. E. Morse; first 
vice-president, Wm. G. McRae; 
second vice-president, &. T. 
Williams; secretary-treasurer, 
Mrs. Elizabeth McWaters; chap- 
lain, H. F. McGrath; sergeant- 
at-arms, T. M. Smith. 

Miss Evelyn G. Sisk, retiring 
president, was given a testimon—- 
ial for her conduct of the of- 
fice. At a banguet there was a 
flag drill by a group of young 
women and installation of new 
officers by former Gov. E. D. 
Rivers of Georgia, 

Among special guests attending 
were Commissioner Parker of 
Georgia, Eugene Cook, attorney 
general; T. G. Head, former at- 
torney general, now state su- 
preme court justice; M, E. 
Thompson, state commissioner of 
revenue; Deputy Commissioner 
Jackson, Marvin Griffin, adju- 
tant general, and C. H. Hines, 
State senator from Greensboro, 
N.C., who made the principal 
address. 

He was introduced by H. C. 
Fabian and spoke on work of the 
congress, Commissioner Parker 
made his first appearance in 
several months following a pro- 
tracted illness, He discussed 
insurance phases of interest to 
the congress. 


G. R. Allen, Standard Life 


Chairman, Dies 


George R. Allen, chairman and 
former president of Standard Life 
of Lawrence, Kan., died at Tope- 
ka. He was 75. 

He was born at Atchison, Kan., 
and practiced law for many years 
at Kansas City, Kan. In 1922 he 
went to Topeka. He became coun- 
sel of Standard Life, which was 
then known as Fraternal Aid As- 
sociation, in 1902 and in 1928 was 
elected president. In Fevruary of 
this year he became chairman. 

Mr. Allen served as president 
of the National Fraternal Con- 
gress in 1931.:He served in the 
Kansas legislature several terms. 
For several years he was secre- 
‘tary of the Fraternal Society Law 
Association and secretary of the 
N. F. C. law section. One of his 
sons, Richard Allen, is a captain 
in the army in Europe and will 
resume his position as_ general 
counsel of Standard Life upon his 
jreturn. 





pand its activities to meet post- 
war demands in the construction 
industry. Representatives of the 
Weyerhaeuser interests will re- 
main on the board of Allied Build- 
ing Credits. 

Home office of Allied Building 
Credits is at St. Paul. 


Confederation’s 75th Year 


¢ Confederation Life of Toronto 
will observe its 75th anniversary 
in many parts of the world in 
1946. A special act of parliament 
of Canada to incorporate the com- 
pany was given royal assent 
April 14, 1871, and business com- 
menced Nov. 1 of that year. Or- 
ganized at a cost of less than 
$400, it now has_ considerably 
more than 200,000 policyowners 
and business in force is over $600 
million. 
Climaxing anniversary activities 
will be a field staff convention 
at Bigwin Inn, Lake of Bays, Ont. 


The founder, John Kay MacDon- 
ald, guided the company, for 57 
years, until his death in 1928 at 
90. In 1894 he was instrumental 
in forming the Canadian Life 
Managers Association, now the 
Canadian Life Insurance Officers 
Association, the first organization 
of life insurance companies on the 
continent. His son, Charles 
Strange MacDonald, has been 
with the company 47 years and is 
now chairman. His grandson, John 
Kenneth MacDonald, is joint gen- 
eral manager. Victor R. Smith is 
the seventh president. 





PARKHURST HEADS OFFICE 


John Hancock is opening a new 
district agency at Washington, 
D. C., Nov. 1. Charles M. Park— 
hurst, manager of the service 
office at Washington, will be 
the new district manager, with 
office in 2017 S Street, N. W. 


——— 








Aw ASSOCIATION for LUTHERANS 


One of America’s 
Leading Fraternal 
Life Insurance 


Societies 


' APPLETON, WISCONSIN 
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Excellent territory in_ Illinois, 
Minnesota and Wisconsin. Write for information. 


Returning Veterans! 


Selling legal reserve life insurance is pleasant 
and profitable employment. 


You have an opportunity to develop lists of 
new prospects through meeting the present 
policy-holders in the territory assigned to you. 


Michigan, 


Equitable Reserve Association 
Neenah, Wisconsin 





‘Occidental Buys 
Lumber Finance Firm 


The sale of the entire stock of 
Allied Building Credits, Inc., has 
been made by F. K. Weyerhacus- 
er, representing the associated 
Weyerhaeuser companies, to Ac- 
cidental Life of California. 

Allied Building Credits has as- 
sets of $17 million. It was created 
10 years ago to provide assistance 
for lumber dealers through the 
purchase of instalment notes and 
the making of residential mort- 
gage loans. 

Mr. Weyerhaeuser stated that 
Weyerhaeuser has accomplished 
its original objective of develop- 
ing finance services to meet the 
needs of the lumber dealer and 
his customers. It is felt that Al- 
lied Building Credits, because of 
its. closer association with <Acci- 
dental Life will be able to ex- 





bills. 





THE PRAETORIANS 


Adult and Juvenile Policies on the Easy Monthly Pay- 
ment Plan, giving one the opportunity to budget his 
Life Insurance protection along with his other monthly 





LEGAL RESERVE FRATERNAL INSTITUTION 
Organized in 1898 
Forty-Five Years of Insurance and Fraternal Service 
Home Office—Praetorian Building—Dallas, Texas 
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Our Veterans need Your help! 


An Important Message from 
Major General NORMAN T. KiRK, 


The Surgeon General, U. S. Army 


vo have undoubtedly heard much concerning 
the difficulties of readjustment which con- 
front the returning Veteran. 


Actually, the vast majority of our Veterans will 
return from the War physically fit—ready and 
anxious to take up civilian life again. 


Some will not be so fortunate. There will be 
those who are disabled ...some physrcally and 
some mentally scarred. 


The United States Army and Navy provide 
medical treatment and care for our men in the 
services; the Veterans Administration for those 
who are discharged. In many cases there comes 
a time when, for sound medical reasons, it is best 
for the Veteran to return to his home environment. 


Once at home, it is, of course, the family’s 
responsibility to help him with sympathy and 
patience to get back to normal as fast as possible. 
There is much that parents, wives, and relatives 
can do. 


The help which cannot be given in the home 
becomes the responsibility of your community, 
which should be prepared to offer such Veterans 
various aids, including: 


1. Medical advice, if needed. 


2. Assistance in obtaining work which will be 
consistent with impairments. 


For those who return hale and hearty ... it is 
the responsibility of the community to extend 
every aid which will facilitate a rapid return to 
everyday life. This may be achieved if the Vet- 
eran may obtain, if necessary: 


1. Help in securing employment through compe- 
tent vocational counsel. 


2. Advice on legal, educational, domestic affairs 
and other questions. 

Many communities already offer helpful serv- 
ices to Veterans. If yours does not, you—who be- 
long to business, civic, church, and other com- 
munity groups—may take the lead in establishing 
such assistance in your own community. If your 
town already supports Veterans Aid bureaus un- 
der various auspices, let me urge you to help in 
co-ordinating their valuable services, so that Vet- 
— will have the best your community can give 
them. 


The Veteran has earned your respect. I know 
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every American will want to do everything he can Suggestions for businessmen and community leaders— 
to help the Veteran to readjust himself to his 


regular civilian life. 


AZT PA, 


U.S. ARMY 


Booklet B—“E mployment of the Handicapped 


Veteran” 


Booklet C —“Re-employment of the Veteran” 





COPYRIGHT 1945—METROPOLITAN LIFE INSURANCE CO 


Metropolitan Life 


Insurance Company 
(A MUTUAL COMPANY) 


Ask for these booklets... Metropolitan has prepared 


several Booklets which contain suggestions for the reception of 











returning Veterans. Send today for your free copy of the Fredevick H. Ecker, ay) 
Booklets of particular interest to you. CHAIRMAN OF THE BOARD 
Leroy A. Lincoln, ’ 
Suggestions for those in the homes of our returning Veterans— ee : } ‘ 
Booklet A—“Coming Home’ 1 MADISON AVENUE, NEW YorK, N. Y. 
THIS advertisement is one of a continuing series sponsored by Metropolitan in the interest of our national health and 


welfare. It is appearing in magazines with a total circulation in excess of 30,000,000, including Collier’s, Time, Saturday 
Evening Post, Ladies’ Home Journal, Good Housekeeping, Cosmopolitan, McCall’s, American Magazine, Woman’s 
Home Companion, National Geographic, Parents’, and Redbook. 











1895 — 1945 


PROGRESS THE LAW OF LIFE 


The startling advances that have been made in transportation 
in the United States are familiar facts to all. But perhaps not so 
many recognize that Life Insurance has made an equally remark- 
able development. The way in which Life Insurance deals with 
human problems and need has made this progress seem less spec- 
tacular and so less noticed by the public. But thousands have 
been benefited by this growth and development of Life Insurance 
during the last fifty years. And the most potent influence in bring- 
ing these benefits to the public has been the field man. 


The past fifty years have seen the institution of life insurance 
grow in the amount of protection it afforded individuals and 
homes, in amount of assets to guarantee the fulfillment of these 
benefits, and at the same time it has liberalized policy conditions 
and added new benefits. 


The following are some of the increased benefits that have been 
given the insuring public: 


1. Double Indemnity. 
2. Disability. 
. Liberalized monthly income plans for beneficiaries and 
insureds. 
. Annuities which have made possible for all to provide 


a guaranteed income for themselves in their latter years. 


The Security Mutual has kept abreast of this trend and has 
promptly given its policyowners the benefits of these liberalizing 
features. 


When a company has come through the testings that fifty years 
can bring—panics, epidemics, depressions, investigations—and has 


come out with a clean record it surely can feel it is seasoned, and 
merits public confidence. 


The Security Mutual takes great pride in the part it has been | 
privileged to play in the development of the Middle West during | 
the past fifty years. 


Along with the progress made in the interests of the policy- ~ 
owners, the institution of life insurance has made consistent prog: © 
ress in the development of its field men. This progress has def- 
initely given the public more and better advisory service, through 
fitting life insurance to the financial needs of each individual. 


All this has required more intensive training and the develop- — 
ment of more stable forms of compensation for field men to enable 
them to make the life insurance work a professional career rather — 
than just a job. 


The Security Mutual has recognized that the field men are the | 
life blood of a company and so has given to them: 


1. Careful training and supervision on the job. 

2. Liberal contract provisions in proportion to their 
efforts. 

. Group insurance up to $5,000 without the field man — 
contributing. 

. A retirement program liberally contributed to by the 
Company. 

5. A continuous service renewal commission. 


Details relative to the above benefits allowed field men will be _ 
furnished upon request. 


‘The SECURITY MUTUAL LIFE ro 


INSURANCE COMPANY 


of 
LINCOLN, NEBRASKA 





